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PATTERN No. 1484 
From the line that sells 





QUALITY that remains constant 


The consistent quality of Tweedie’s, season after 
season, looms high as a point of merchandising 
interest in a shifting market. Hundreds of mer- 
chants know that, no matter what happens to 
primary costs, Tweedie’s always will represent a i 
standard of quality that commands a comfortable 
profit. Many merchants even make a more-than- 
comfortable profit with an extra long markup. on 
certain patterns. The quality of Tweedies will not 

fail you. Tweedie Footwear Corporation, Jefferson 
City, Mo. Shoemakers since 1874. 


UWEEMLEA. 


ALLURIAG FOOT W 
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S UMMER heat now prompts many 
a merchant to consider what can be 
done to make the customer com- 
fortable in his store through air- 
conditioning equipment. Great 
progress has been made and econ- 
omies as well, for today an equip- 
ment that will cool a room 20x100 


can be had for less than $3000. 





Atmosphere engineers say that 
shoe stores lead all others in pion- 
eering in customer comfort through 
store cooling. Yet the strange 
analogy exists. There are more 
air-conditioned chain stores than 
there are independent stores. May- 
be the answer is that independents 
are reluctant to invest so much 
money in the large machinery 
equipment necessary for a, big 
store. In many cases large stores 
also have natural ventilation and 
a good flow of air, whereas the 
majority of chain shops are small 
in size and take their ventilation 
from the front door. 

A new and invisible competitor 
comes into the field of retailing. 
Summer heat, with its hot, sticky, 
stuffy air, repels rather than at- 


tracts customers to linger and buy. 
* * * 


Hitpa RAU, style service direc- 
tor for Robert H. Foerderer, Inc., 
has just compiled her color chart 
for Fall and Winter, showing a 


VOICE or THE TRADE 


comprehensive summary of the 
leading costume and shoe colors— 
grouped in their proper relation. 
She stresses black and brown shoes 
as being of outstanding impor- 
tance; blue as a carry-over, and as 
a complement to the newer blue 
tweeds. She shows the woolens for 
coats and suitings and the silks in 
the expected dress colors. 

The new Vici color charts are 
being distributed from Frankford, 
Pa. 


* * * 


HENRY FORD last week in- 
creased the minimum wage in all of 
his plants to $6.00 per day. The 
former minimum was $5.00 and the 
new raise will add $2,000,000 per 
month to the buying capacity of 
Ford employees. Other skilled 
wages have been increased in pro- 
portion. Some 126,000 received 
the benefits of the “good deal.” 
Mr. Ford said: “Wages are far 
too low. We haven’t seen any real 
wages yet. High wages and best 
materials are the only road to low 


prices.” 
* * * 


GEORGE L. SMITH, president of 
G. R. Kinney Co., Inc., operating 


ow 


the largest chain of family shoe 
stores in America, says: 

“It is a sad commentary that with 
prices that were steadily being 


You GOTTA ~ 
BELOME SHOE 
CONSCIOUS 
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lowered over a long period of years, 
we, in our industry, have failed to 
increase public consumption. ‘This, 
of course, is contrary to general 


economic experience. _—_ Perhaps 
those of us in the shoe business 
have been too close to the woods 
to see the trees or maybe we have 
been too anxious to get the other 
fellow’s business rather than to co- 
operate with our competitors to see 
if we couldn’t increase the sales for 


all.” 
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PAUL KIRSH of Robinson’s, Los 
Angeles, Calif., was in New York 
this past week and completed his 
initial Fall buying so that deliver- 
ies may be made to Los Angeles 
well in advance of August 1. His 
Fall opening is scheduled for that 
date and he tells us: 

“People who buy good shoes buy 
early, and their selections are a 
guide to the rest of the season. So 
we are enthusiastic for the earliest 
possible Fall opening. What's 
more, the first of August we are 
ready for the ‘back to school move- 
ment.’ So many school children 
are being outfitted for their Fall 
footwear needs. We are all ready 
for them. 

“The month of August to us is 
a great stimulus to a bigger and 
better Fall. If this country spent 












less of its time moaning about the 
16 million customers who are on 
relief and off the shopping habit, 
and more about the hundred and 
ten million people who have jobs 
and spending capacity, we would 
all be well along towards the in- 
evitable prosperity that is bound 
to come if we would buy and sell 


with more speed and enthusiasm.” 
cia * * 


THE National Industrial Confer- 
ence Board shows that the sum of 
$4,880,000,000 just authorized by 
Congress for work relief repre- 
sents: 

(1) About 17 per cent of all 
wages and salaries earned in the 
United States; 

(2) About 68 per cent of the 
value of all products of all our 
6,000,000 farms; 

(3) More than twice as much 
as all dividends paid; 

(4) About 94 per cent of all the 
interest paid. 

It would take the whole working 
population of the United States 37 
days to produce this $4,880,000,000 
work relief figure, according to the 


Conference Board. 
* * * 


THE Retail Trading Standards 
Association has been organized in 
England and the stores that abide 
by the standards have this symbol 
on their window: “The Sign of 
Straightforward Shopkeeping.” 


DS 4 
a, 4 , 

The principle guiding the group 
is “that if announcements inten- 
tionally or otherwise lead the cus- 
tomer reasonably to believe that 
merchandise is more desirable by 
reason of price, quality or suit- 
ability for a purpose than it 
actually is, they are inaccurate or 
misleading.” 

In connection with leather, it is 
laid down that “specific names of 
animals (including ‘hide’) must 
not be used without qualification in 
describing leather or leather articles 
unless: (a) the skin used actually 
comes from the animal named ; and 












DEFINITIONS 
W 


gust A RANK 


é gestions 


—One of our correspondents asks 
me to define the terms Conserva- 
tive, Liberal and Radical. 

—Well, here goes! 

—A Conservative is one who thinks 
in terms of yesterday. 

—A Liberal is one who thinks in 
terms of today. 

—A Radical is one who thinks in 
terms of tomorrow. 

— "But," our correspondent will gasp, 
"you must admit that a Radical is 
a very dangerous individual.” 

—''Not according to definition," | 
reply. “Radical comes from the 
Latin word radix, meaning root, 
and, according to Webster, means 
“of or pertaining to the root or 
origin" and "reaching to the cen- 
ter or ultimate source." 

—''What do you think of that!" ex- 
claims our correspondent. 

—"So," | conclude, "a Radical 
should not necessarily mean a bad 
or dangerous person. If he is one 
who ‘gets at the root of thinas,' 
then let his number multiply. If 
we could only get at the root of 
our social and economic ills today 
we would soon be a happy people 


indeed." 


, OTe 


President 









(b) the entire skin, or the top split 
of the skin, of the animal in ques- 
tion is used.” 

Again “(3) The under - split 
(flesh split) of any skin (if the 
the name of the animal is used) 
must always have the word ‘split’ 
associated with the name of the 
leather used, e.g., ‘hide-split,’ ‘pig- 
split,’ etc.” 


* * * 


THE Tanning Process Company is 
fitting up Ipswich Mills in Ipswich, 
Mass., for experimental work in 
tanning. This company is a sub- 
sidiary of the United Shoe Ma- 


chinery Corporation. 
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Of its plans, Sidney W. Wins- 
low, president of the United Shoe 
Machinery Corporation says in his 
recent annual report: 

“For some years the United Shoe 
Machinery Corporation has given 
considerable effort to the develop- 
ment of an improved method of 
tanning and finishing leathers to 
be used in the manufacture of shoes 
and other products, and have a 
company which is known as The 
Tanning Process Company, to de- 
velop this art along lines which 
we expect will show a marked im- 
provement, both as to results and 
costs, over present methods. For 
use in this development a plant has 
been purchased in Ipswich, with- 
out any idea of going into the tan- 
ning business beyond the extent 
necessary to demonstrate the value 
of these improvements.” 


* * * 


MAy brides! Mary Elizabeth 
Geuting, daughter of Anthony H. 
Geuting, married John Bernard 
Obert, Jr., at Marion, Pa. 

Kate Arlene Goldstein, stylist for 
the A. C. Lawrence Leather Com- 
pany, married Kay Kamen, partner 
of Walt Disney. They are honey- 
mooning in Europe and will return 
on the S/S Normandie. 

Nettie Goldstein, daughter of 
William Goldstein, married George 
Berger, vice-president of the Gold- 
stein Footwear Company in New 
York. 


Contragulations are in order. 
* * * 


THE BALL GAnye 
aes 
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THE Calf Tanners Association in 
Milwaukee, Wis., told of a case 
where an employee claimed _in- 
juries and asked damages for ar- 
senic poisoning contracted in han- 
dling Red Arsenic in a tannery 
beamhouse. 

Dr. August C. Orthmann chal- 
lenged Red Arsenic as a poisonous 
substance and added graphic em- 
phasis to technical testimony by 
eating about ten grains of it in the 
presence of the Industrial Commis- 
sioner and assembled witnesses— 
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with no immediate or subsequent 
ill effects. 

The decision which resulted, that 
it was not injurious, will do much 


to discourage similar litigation. 
* * * 


A HIDE that weighs as much as 
a man was sorted out at the Henry 
K. Barnes Co. Tannery of Salem, 
Mass., the other day. It weighed 
146 pounds. It spread 108 inches 
in length and 96 inches in width. 

Another hide spread 118 inches 
in length, which is about as long 
as two men are high. A hundred 
of such hides weighed 14,947 
pounds, or about seven and a half 
tons. These great hides came from 
Switzerland, where they raise 
tremendous cattle. 

It is said that they cost more than 
$25.00 each. 


% * * 


STRONG as we are in favor of a 
super-association to represent the 
entire retailing craft in national af- 
fairs, as proved by our editorial 
last month, we must confess dis- 
appointment both at the manner of 
its initiation and at the personnel 
of its executive committee. 

We believe the strength of the 
Federation will be in the number, 
not in the financial rating, of its 
adherents. National interest is 
swinging toward the plight of the 
small operator, on the theory that 
the big fellow can and will take 
care of himself. Several hundred 
thousand merchants have more 
votes than the interests represented 
by several hundred millions of dol- 
lars in sales checks. Votes, not 
dollars of sales, will be the im- 
portant factor when important ques- 
tions arise in Washington. Attrac- 
tive bait to catch that important 
aggregation of votes has not yet 


been offered. 
* * * 


FRANK POPPER, shoe chief of 
Mandel’s, of Chicago, covered 
France, Belgium, Germany, Czecho- 
slovakia and Austria on a style 
quest and what’s more, to give a 


June |, 
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true picture of the amazing prog- 
ress of the American sports styling 
he showed them a copy of the Boot 
AND SHOE REcorDER and received 
“a great deal of favorable com- 
ment” wherever he showed it. He 
is returning on the maiden trip of 


the S/S Normandie. 


% * * 


THOMAS G. PLANT CORPORA- 
TION, which operates its Boston 
factory as a lease business, and 
also operates shoe stores, earned a 
net profit in the 1934 calendar year 
of $42,771 compared with $29,550 
in 1933. Since December 31, 1934, 
the company has reduced the 
amount outstanding of its 6 per 
cent debentures from $301,500 to 
$239,500. At the end of 1934 the 
company had cash on hand of $97,- 
573, which was slightly larger than 
total current liabilities of $97,345. 
Net working capital was $250,093 
and “current” ratio 3.57 to 1. 

The company’s real estate is be- 
lieved to be paying its way even 
though it is only 58 per cent rented 
al present. 
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More men’s shoes are being 
made in sizes from No. 10 to No. 
15. Are feet getting bigger? 

There’s the celebrated case of 
Gargantua, for instance. He was 
so big that it took 1100 cow hides 
to make a pair of shoes for his 
feet. Wouldn’t the hide market 
boom if there were around these 
days a few lads with feet as big 
as Gargantua! 

Shoe store shelves would have to 
be built bigger to house the out- 
sizes. But some say that Gargan- 
tua was but a creature of fancy. 
Well, there was Goliath, who was 
9 ft. 4 in. tall. His sandals must 
have had something like a side of 
leather for their soles. Gabara was 
even bigger than Goliath. 

The Lancashire giant, John Mid- 
dleton, was one inch shorter than 
Goliath. His hand measured 17 
in. long and 8% in. broad. His 
feet were as big as hams. What 
a traffic cop he would make! 

There were giants in the days of 
old and some in the making today. 
More of the sizes No. 10 to 15! 











STUDYING MAY BE OVER FOR THE KIDS 
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FALL Holds Promise 
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Smart Women Demanding 
Smart Shoes and Customers Show Re- 
newed Interest in Quality Merchandise— 
An Advance Style Story from a Los 
Angeles Viewpoint. 


By Henrietta Morris 
Shoe Fashion Co-ordinator 
Los Angeles, Calif. 


FALL ... 1935... and Los Angeles buyers are preparing for 
the most exciting season in years. People are buying better 
merchandise . . . there is a demand for extra shoes to fit the 
occasion . . . to complete the costume. Smart women want 
smart shoes. They want the feeling of correct costume, and are 
buying now to satisfy their individual desires rather than 
pocketbooks. This is one way to account for the increased 
interest in the higher priced shoes, and for the new interest in 
smarter shoes in all grades than have been shown for years. 
This Fall finds Los Angeles being divided into price groups 











of Exciting Season..... 


because of the tendency to buy high style shoes in more ele- 
gant, richer materials, rather than in different patterns. 

Life here, too, with its slower tempo works with magic ad- 
vantage for the shoe man. He can take time with his customer 
. . - finding out what she wants, why she wants it, and when 
she expects to buy. Women who know style trends know these 
facts, and want to pass along this information so that she can 
buy what she wants when she wants it. Women in Los Angeles 
are shoe style conscious because of the tremendous style 
influence of the motion studios with their world famous de- 
signers for both studios and stars. 

Los Angeles, with its year-round out-of-doors climate, is 
essentially sport minded. When one considers that smart mer- 
chandisers base their stock on these percentages of business 
actually to be transacted: Sports, active and spectator, 75 pet 
cent; evening shoes, 10 per cent; and afternoon, 15 per cent, 
one realizes what the sport shoe business really means out here. 
These figures relate to stores whose prices are from $10.50 
up. A different picture is revealed in the stores selling shoes in 
the $7.50 to $12.50 group. Here the proportions might run 
something like this: Street, afternoon and spectator sports, 75 
per cent; active sports, 15 per cent; dinner and evening shoes, 
about 10 per cent. 


[TURN TO PAGE 42, PLEASE] 




















ROUNDED TOE GROUP 


W Hat do you think of the new shortened foreparts 
in men’s shoes for Fall? That is the question that we 
asked three smart retailers, in various price brackets, 
and to a man they answered “Great.” And so we 
show the above photographs which tell the story far 
more graphically than words could ever hope to. 
These are the shoes that were shown at the recent Men’s 
Styles Committee meeting of the National Shoe Re- 
tailers Association at the Waldorf-Astoria. Close 
examination will reveal that beneath their smart ex- 
terior there are several decidedly new notes and fea- 
tures in their styling. 

If your memory is good you will remember that the 
Men’s Styles Committee in January suggested that a 
closer tie-up be fostered with sources of supply and 
allied industries and the men who are actually going 
to sell the shoes. This with a view to getting the com- 
plete ensemble idea in men’s apparel across. As a 
result, some advance Fall models were shown in New 
York at the Styles Committee meeting by Howard 
Vining. These models caused no little discussion at 
that session and received the approval of the vast 
majority of the style men there. They embrace, as you 
can see from the illustration, a full range of rounded 
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ACCENT On 


Innovation for Fall Holds 


toes and the custom last from the conservative to 
extreme custom type, with careful custom detailing. 

The excitement of the convention being over, we 
checked again with style men and found their enthus- 
iasm no whit lessened. It is a rare thing when an inno- 
vation in styling does not materially alter the fitting 
qualities of a shoe and a still rarer occasion when a 
style innovation actually helps in getting shoes fitted 
more correctly. Yet it was the consensus of opinion 
of a number of shoe men interviewed that the shortened 
forepart will make for a better fitting shoe when and 
where it is adopted. 

The first expert consulted was a buyer for a large 
department store doing a high grade and very conserva- 
tive business. 

Commenting on the innovation in the broader toes, 
his story is that it is admirably suited to this type of 
trade. Most of his sales in the various grades that 
his store handles fall into the category of the broad 
toe and he looks for less creasing and biting across 
the toe in this shortened forepart. 
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FOREPARTS... 


Possibility of Better Fitting 


Speaking for rounded toes, he argues that shorlen- 
ing up the forepart, because of the illusion it gives 
in the appearance, will help the sale of a much needed 
larger size to the man who should wear a larger shoe. 

In a conservative business men’s clientele, such as 
this store serves, very often when the customer reaches 
thirty-five or so, the years he spends at his desk start 
to tell on his feet. The relaxed leg muscles slump 
and let the arch down—thus elongating the foot across 
the instep and toes. 

This type of customer, usually being a fastidious 
dresser, cannot understand why the size that he has 
always worn fails to fit him as well as it used to, nor 
can be understand the reason why he should be forced 
to wear a larger size. 

Here is where this new shortened forepart will make 
many friends and avoid many arguments—since he 
can be sold a larger size, with the explanation that 
while perhaps it is somewhat larger, it looks shorter 
and is smarter than the shoe he has been wearing. 

Secondly the increase in size, if not necessary at all 


CUSTOM TOE GROUP 


points, or on both feet, is less likely to crease and gap 
-—particularly because of the raised area which this 
type of last has under the ball of the foot. 

Without going too deeply into the matter of ortho- 
pedics, it is generally conceded that this type of shoe 
will prove a very good fitter with both salesmen and 
customers, since on the foot it look like a very good 
fit, having all in all a generally trim and snug appear- 
ance. 

Innovations in the styling of the vamp take care 
of this matter. If there is enough room in the fore- 
part of the shoe, whatever changes may be made in 
the styling and detailing of the vamp are not likely 
to alter materially the fitting qualities of this type of 
shoe. 

The second retailer, who does an equally smart 
business on the other side of the price pendulum, and 
features extreme custom effects and radical styling. 
looks to this new idea for quite a play this Fall. He 
has noted in the past an effort to popularize the 
shortened forepart in custom type shoes. 

It has always been a possibility in the narrow loe 
group, but this time the approach has been more in- 

[TURN TO PAGE 44, PLEASE] 
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Glass cylinders and globes for 
showing shoes and stockings look 
cool and novel. The idea is sug- 
gested by the popular revival of 
flower arrangements in glass 
globes. Florsheim's Fifth Ave- 
nue store has set several of their 
shoes in glass cylinders. Appro- 
priate shades in stockings can 
be draped over the top edge, a 
nice change from the monotony 
of the folded stocking in shoe 
displays. 


Bamboo makes a smart setting 
for Summer merchandise. The 
vogue for bamboo "props" 
started with the Guatemalan 
exhibit in New York in the 
Winter. Its sunny yellow color 
lends a gay light touch. Saks 
Fifth Avenue's windows have all 
"gone bamboo" this week. And 
in their shoe department they 
have a shoe display stand in 
which the uprights are bamboo 
poles. 
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New York Shops owing 


Smart Ways of Showing 


Shoes, Hosiery and Accessories in 
Stores and Windows 


This is the time to brighten up the bag and 
hosiery counter. For it's the first thing a 
customer sees when she comes into the 
store. Those sombre wood cases need a 
Summer dress. Here are some new display 
tricks we picked up on a tour of New York 


Shops with sketch-book and pencil. 


The corrugated board that comes in gay Summer 
colors makes a fresh, inexpensive lining for cases 
or the floor of a window. Macy's have put it into 
most of their first floor departments. One of their 
arrangements with corrugated board is sketched. 
You can stand it up on end, make columns out of 
it and create all sorts of striking effects. 


The circular plaque is used to feature anklets, 
with a fashion sketch on the side. The anklet is 








an item that will sell in the shoe store if presented 
attractively. 
| in NI | HT 


























BOOT AND SHOE RECORDER, June 1, 1935 


Info SUMMER _.. 


Rope arrangements have lots of possibilities. 
|. Miller are using colored rope now to write the 
name of their current feature color in a panel 
above the hosiery counter. The idea can be 
adapted to playing up your best Suntan for 
Summer, 











The swinging shelf suspended by rope from the 
top of a window is another Miller invention. This 
one is just big enough to spotlight a couple of 
shoes and a complementary bag. 







A mortar-board stocking box is a girl graduate - | 
gift gadget that attracts attention at Walk- .. 1 akan TIN 
Over's Fifth Avenue store. Displayed in the co . 





window, it brings customers in off the street. This 





store does an outstanding job on seasonal gift 





This ring bag is J. & J. Slater's star exhibit for 
Summer. They are playing this one model across 
the board—the smartest way of merchandising 
bags in the shoe store, provided the feature model 
is a good one! This "Ballibu" bag is washable 
straw cloth. With two changeable rings that can 
be varied to suit the ensemble. One pair comes 
with the bag—and the customer can buy spares 
in different color combinations. 


packings. Put the mortar-board idea down in 





your "tickler file” for next year. 
















The dark shoe with white is the feature shoe in Fifth 
Avenue displays today. Linen and kid in navy—and 
some brown—with simple reverse treatment of 







\ | \ Maneee sie A : Py) trimming. New York stores have decided that this 
\ 5 a al SS is the perfect shoe for warm weather in the city, to 
al go with prints and dark sheers in silk and cotton. And 
down at Belmont Park, where the Spring racing 

By season is in full swing, this shoe is outstanding. Pro- 





moting the reverse treatment means extra business. 
It does not cut into whites because it fills a special 
need in a woman's wardrobe—a shoe that looks cool, 
feels cool and is practical and correct for town. 
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4 THIS week might be a 

good time to send out 
a postal card to the men on 
your list saying: “If you have 
not already found comfort in 
our ventilated shoes you're not 
being fair to your feet these 
hot June days. Come in and 
let us show you what a differ- 
ence they make.’ 


8 IF you keep a record of 

your customers’ sizes, 
lasts and style preference a 
hasty check through it this 
morning and a few phone calls 
to those who might be inter- 
ested in today's specials will 
probably mean some extra 
sales. Be sure and have a table 
of hosiery today. 


12 TIME for that weekly 

check of stocks again. 
And this week pay particular 
attention to hosiery colors and 
sizes. During the season when 
footwear sales are not so great 
you cannot afford to miss ho- 
siery sales because you do not 
have the right colors in the 
right sizes! 












5 THIS is the day for your 

weekly check of stock. 
And make it a thorough one. 
How about those numbers that 
are not selling? Wouldn't it be 
better to take a little reduc- 
tion in June than to hold on 
to them until your Summer 
Clearance and then be lucky 
to get cost out of them? 













1 HOW long has it 

been since you have 
checked over all your window 
and store display material to 
see what pieces need repair- 
ing or refinishing? Fixtures are 
expensive, yet too many stores 
neglect them when not in use. 
Have you a good store room 
for yours? 





- 


1 FIVE Saturdays this 

month. Be sure you have 
something planned for each 
one to help out your sales. 
For today why not a special 
one-day selling of silk hosiery, 
with a few good values, backed 
up by a big, attention-getting 
window display? 





6 WHAT are your best- 

selling price lines? Do 
you have any price lines where 
sales do not justify your carry- 
ing them? A careful study of 
sales in each of your price 
lines at the end of the season 
will help you cut down invest- 
ment and concentrate on the 
lines that mean largest volume. 





10 WHEN you change 
your window displays 
today why not put in a - 
pretentious window of Chil- 
dren's Vacation Shoes? Here 
is a line that responds well to 
selling pressure. Give white 
shoes a good showing too, and 
keep up your window promo- 
tion of men's ventilated ox- 


fords. 


14 WHAT can you ad- 
vertise tonight that 
will make tomorrow an extra 
good day? Have you some 
specials? Some new styles? Is 
there a big, "hot" demand for 
any part cular line in your 
town right now? To get a 
Saturday crowd you must fea- 
ture something that people 
WANT. 
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CHANGE all window 
displays today. ‘t's the 
psychological time for a 
massed display of white shoes. 
Change all the cards and pos- 
sibly the background. Play up 
Footwear for Graduates and 
Brides, Men's Summer Weights, 
Children's Play Shoes. And 
give Hosiery a good big 
space. 





7 WHY not select a few 

of those turn-killers’ you 
found in this week's stock check 
and use them for an ad head- 
ed "Saturday Specials"? If 
you're one of the fortunate few 
whose stocks are perfectly 
clean then a good ad on 
women's Summer styles, espe- 
cially whites, will probably be 
the thing. 


11 IS your mailing list so 
arranged that when 
you want to send out a mailing 
to men, or to parents it is easy 
to pick out the names that you 
want? This will save a lot of 
time in addressing. An eas 
way is to put colored dan 
marks on each card, red for 
men, blue for parents, etc. 





1 HERE'S an idea that 
will get you some ex- 
tra sales today. To every cus- 
tomer that comes in to the 
store today see that white 
shoes are mentioned. A tactful 
suggestion after the original 
purchase is dompleted will re- 
sult in some sales that you 
might never get otherwise. 
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Calendar 


for Busy Merchants 
through Planned Promotion 


20 NOW is a good time 
to have any needed 
repairs done about the prem- 
ises. Does your heating plant 
need attention? Have it taken 
care of now. Go over the en- 
tire store and make a list of 
all the minor things that ought 
to be fixed and get them done 
before you forget it. 


94 IN the windows that 
you arrange today it 
will not be too early to begin 
talking about "Footwear for 
July 4th" and "For July Vaca- 
tionists." With two themes 
like these for your windows you 
ought to arrange some displays 
that will really be different and 
interesting. 


298 FOR the last Satur- 

day in June why not 
have a one-day Mid-Year 
Clean-Up Sale, using a bold 
sale type ad, listing all your 
bargains and odd lots? This 
ought to help make the last 
day of June a good one. Or 
you can run a style ad using 
the vacation and July 4th 
theme. 


1 CHANGE all window 

displays today — and 
make them interesting! If 
you've been using the same old 
backgrounds for the last two 
months change them. Never 
use the same display cards 
more than a week. If you give 
ENOUGH thought to your 
window you're the exception to 
the rule! 


91 IN view of the fact 

that today is official- 
ly the first day of Summer to- 
night's ad for Saturday busi- 
ness might be on Summer 
Footwear Styles, with a little 
play on the fact that Summer 
is here according to the calen- 
dar. Be sure and have a good 
special or two. 


9 5 THIS week is your last 

chance to clean up 
your stocks before mid-year in- 
ventory. See that everybody 
mentions the items you want 
cleared to every customer. It 
might even be advisable to 
send out a mailing card read- 
ing, ‘Bargains in Odd Pairs of 
Shoes This Week," to your list. 


29 WHETHER you hold a 

sale today or not give 
special attention to your win- 
dows. A lot of vacations start 
next week, and that means a 
lot of folks hurrying around at 
the last minute getting things 
they need. If it's shoes they 
need, see that your windows 
SELL them! 


1 HOW about a letter 

to your customers list- 
ing all your turn-killers at spe- 
cial prices? Tell them that 
ordinarily these specials would 
be included in your Summer 
Clearance but that you're giv- 
ing your friends a chance to 
get in on the bargains before 
sale time. 


92 HAVE you a window 
display today to tie 
in with last night's ad? Is it 
a part of your regular Satur- 
day program to have every 
person who is selling make a 
suggestion of some item to 
every customer? Today _ it 
might be laces, or white shoe 
cleaner, or hosiery. 


96 WHEN you finish your 

check of stocks today 
consider that you have made 
your last check for the first 
half of 1935. Don't you find 
that this regular, weekly check 
is making you keep a better 
control of your stock than ever 
before? Is it cutting down 
your investment? 


19 CHECK your stocks 

again today, and 
make a list of all the little 
lots, the odd pairs, and the- 
slow sellers that were not in- 
cluded in your letter, so that 
everyone will know what to try 
and sell when your trade be- 
gins coming in, in reply to your 
letter. 


97 NEXT week you're in 

July. The week-end is 
usually a busy time so today 
might well be given to plan- 
ning your July activities. Are 
you going to have a Clear- 
ance? What will your com- 
petition be apt to do? What 
do your records show were the 
best business producers last 
July? 








After N.R. A. Comes 
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BUSINESS RESPONSIBILITY 


THE Supreme Court axe removed the head of the 
Blue Eagle in the “sick chicken” case when it de- 
clared unconstitutional the National Recovery Act. It 
also “caponized” all legislation that delegates power 
to interfere with intrastate business. From now on 
the Congress will remain within its legislative domain 
of interstate commerce instead of rambling all over the 
economic landscape with laws affecting business and 
social conduct. 

The Supreme Court has a happy faculty of timing 
its decisions. In this case two weeks before the expira- 
tion of the Emergency Act, which has certainly served 
its purpose to date. 

Two years ago this month, the need was great for 
some sort of dictatorial action that would check the 
coolie wage scale, the chiseler and the exploiter of 
child labor. Think back to those days and remember 
that some factories were paying less than a dollar a 
day for certain operations and that store labor was in 
many cases paid with even less. The tremendous sur- 
plus of labor through unemployment brought about a 
condition where there was no bottom to the wage scale. 

The vicious spiral of reducing wages and reducing 
purchasing power made necessary a law, constitutional 
or otherwise, to serve as a check against the vicious 
habits developed in the depths of the depression. The 
shoe industry was, in many ways, a mild offender in 
comparison with the behavior of other industries, but 
all in all, the situation was intolerable to any civiliza- 
tion, so the NRA was born. It served its purpose well, 
when it kept within the bounds of reason. 

If other industries had asked as little regulation as 
the shoe industry, from tanning to retailing, the-spirit 
of the NRA would have continued without constitu- 

tional criticism. But other forces and other pressures 
put in all sorts of regulations, from “price-fixing” to 
“work-restrictions” and a thousand and one silly little 
things from regulating lunch periods to preventing a 
man entering a business because it was already over- 
machined. 
So the NRA would have died anyway and the axe 





By 


ARTHUR D. ANDERSON 
EDITOR—BOOT AND SHOE RECORDER 


at this time simply ends the experiment two weeks 
before its automatic expiration. Months ago we indi- 
cated the possibility of NRA ending and the need for 
preparation for the aftermath. 

Ruthless cutting of wages at this time will mean 
labor reprisals, strikes, riots and everything else 
menacing to real recovery. The low minimums as set 
up by the NRA must not be decreased. In fact, in 
many cases, the minimums are below ordinary stand- 
ards of living when consideration is given to the living 
year as against the actual work time week. Of par- 
ticular necessity is the need for maintaining current 
wages at retail, for clerk work is becoming seasonal 
and the many men who are dropped from the payroll 
during July and August must live somehow until jobs 
open up again in September. 

The shoe man who holds his organization on a fifty- 
two week payroll is not only a real merchant but a 
real benefactor. He is living up to the spirit of the 
NRA and bettering it for his own good, for in that 
sort of a store craft-unionism is never needed. 

Labor exploitation will be checked by two fortui- 
tous circumstances: First—the bulwark of the huge 
governmental expenditures for relief work and the 
fact that if wages are cut too low, men and women will 
not work and will demand and receive the minimums 
now given through relief channels. In some parts of 
the country there is actually a shortage of labor be- 
cause the people prefer to go on relief than to accept 
the dollar or two difference that is offered by em- 
ployers who have evaded and avoided the codes. 
Second—world-wide recovery plus international in- 
creases in raw material prices and also credit inflation. 

The important thing at the moment is to carry on, 
[TURN TO PAGE 58, PLEASE] 
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ACH of these four quality . 


heels purposely has a differ- 
ent design — to suit every style 
and type of shoe. 
But all four carry one name — 
the greatest name in rubber—as 
the true heel-mark of distinction. 
That name is there as definite 
proof of extra value —. to give 
your shoes the tremendous sell- 


THE GREATEST NAME 


HNP 
PIO 


H 
= 
= 


= 


WINGFOOT 


ing advantage of two good names 
in place of one. 


Why don’t you let the power in 
the name on these Goodyear 
Wingfoot Heels work with the 
name on your shoes for more 
sales? Proof that it can is in the 
fact that more people walk on 
Wingfoots than on any other 


MORE PEOPLE WALK ON GOODYEAR WINGFOOT HEELS THAN ON ANY OTHER KIND 


When writing advertisers please mention Boot and Shoe Recorder 
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GET READY FOR IT NOW 


| Over 5000 dealers are already prepared with our striking new 
window display material and local tie-up newspaper advertisements 
to make this a record week in sales of Dr. Scholl’s Foot 
Comfort Remedies and Appliances. 












Jane 15, 1935 


‘Nour Feet HURT You Hurt All Over! 


Are you aware of the seriousness of foot 
trouble? Do you know it can affect you in 
many parts of the body remote from the feet? 






















FOR EXAMPLE: Fatigue, backache, rheumatic-like foot and leg 
pains and neuritis are ‘often directly traceable to the feet. Weak 
or fallen arches cause untold suffering, as do corns, callouses, 
bunions and other foot ailments. 


Besides affecting your health, foot aches and pains make you look 
years older than you are; take away from your earning power by 
making you less eficient; cause overweight in many cases by dis- 
couraging necessary exercise. Foot trouble takes all the joy out of life! 


RELIEF COSTS SO LITTLE—NOW IS THE TIME TO GET IT! 


Don't suffer another day from your tion. They are made under Medical 
feet! No matter what your foot and Orthopedic supervision in the 
troable may be, you can now have largest institution in the world de- 
IMMEDIATE RELIEF at very smali voted exclusively to the feet. Go to 
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ALL THIS WEEK, org, shoe and depart. 
ment stores everywhere are featuring 
De. Scholl's Foot Comfort Remedies and 
Appliances for all foot troubles, By all 
means see for yourself how easy and inex- 


1935 


The Whole Nation Will Read About It! 


THE SATURDAY EVENING POST, AMERICAN 
WEEKLY, ROTOGRAVURE, SUNDAY NEWSPAPERS 
and RADIO will herald Dr. Scholl’s Foot 


Comfort Week far and wide to millions of 


American Weekly, June 16, 1935. 


Piven! fest HURT! You Hurt All Ove 


as 
T aches and pains, weak arches, paiaful 
corns, callouses, bunions or ingrowing gails 
can affect many parts of the body remote from 
the feet. For example, backache, rbeumatic- 
like foot and leg pains, neuritis, fatigue, etc., are 
often directly traceable to the feet. Remember 
too, painful feet can make you look years older 
than you are. 


RELIEF COSTS SO LITTLE. GET IT NOW! 
No matter what your foot trouble may be, you 
can now have IMMEDIATE RELIEF at very 
small cost. 

Dr. Wm. M. Scholl, noted foot authority, has 
formulated a Foot Comfort Remedy or Appliance 
for every foot condition. They are made under 
Medical and Orthopedic supervision in the larg- 
est institution in the world devoted exclusively 
to the feet. Go to your drug, shoe or depart- 
ment store THIS week and get the Dr. Scholl 


foot sufferers! 


With the tremendous pressure of this com- 
bined national and local advertising featur- 


ing Dr. Scholl’s FOOT 
COMFORT WEEK, noth- 
ing short of a sensational 
success can be the outcome 
of this Annual Event this 
year. 


Progressive Shoe Dealers regard 
Dr. Scholl’s Foot Comfort 


pensive it is to obtain retiel. For free book- 


let, write Dr. Scholl's, Inc., Chicago. Remedy you need to rid you of your foot trouble. 


ON THE AIR 
June 18 and 20 


Week as one of their most im- 
portant calendared events of the 
year and prepare for it weeks in 
advance. Their participa- 
tion is productive of im- 
mediate and splendid re- 
sults at a fine profit and 
helps to establish more 
firmly their stores as 
Headquarters for Dr. 
Scholl’s Foot Comfort 
Appliances and Remedies. 


WRITE FOR THIS 
MATERIAL 
AT ONCE 


To help you focus attention on your 
store during Dr. Scholl’s Foot Com- 
fort Week, we have designed a superb 
Window Display, wholly in keeping 
with the trend in modern, tasteful 
window dress—smart, striking, digni- 
fied, compelling. IT IS YOURS FOR 
THE ASKING, and will be shipped, 
all charges prepaid. WRITE FOR 
rageg tyro IT NOW! 
stom Sess tice 


= = THE SCHOLL MFG. 
Sas 2 CO., INC. 


sites and heels. 9G¢. feparrt lt ang 
reonseegiyr® ore 
Makers of Dr. Scholl’s 
FOOT COMFORT Appliances and Remedies 


DE SCHOLLS 7 Dr Sb 
Tole} mae) i 10) °al ate tee Rete 


112 Adelaide St. E., Toronto 
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T. Arthur Cohen 


THESE little one-minute talks are the best SALES 
builders one could possibly have, in my opinion, but 
only to those specializing in corrective shoes rather 
than in style shoes, as style is hard to “get over” the 
air. For feet that hurt and ache and make dispositions 
cross (even leading to divorce) a radio message just 
hits that person right between the ears. There are mil- 
lions suffering foot trouble, and our message brings it 
right home to them and they say: “That’s my case. 
Guess I’ll try this store once anyway.” Then that’s 
where we come in. 

If we can get them in the store—once—that’s all we 
want, as our sales force consists of very carefully 
trained expert fitters who have all the knowledge neces- 
sary of foot anatomy, different types of feet, either 
inflare, outflare or straight, and prescribe the proper 
last; fit the same right or let them walk out. And we 
thus build up a repeat business that is sweet business— 
as I believe 95 per cent stick with us. 

We have been on the air continuously since com- 
mercial broadcasts were perfected eight years ago—no 
interruptions—and have had the disii.:ction of being 
the first merchant to use WGY as a commercial outlet. 












1935 


BOOT AND SHOE RECORDER, June |, 


1 Minute 
A 
DAY 


Getting the Ear of the 
American Public by Radio 





By 
T. ARTHUR COHEN 


of Albany, Pioneer in Radio Shoe Broadcasting 


I may add that while many merchants have lost con- 
siderable business since ’29, we have maintained our 
volume very well, except one year, ’31, and have just 
finished *34 with a 22 per cent increase over 33 and 
ahead so far in ’35. This is largely due to radio. 

I got a kick out of radio while in Miami this Winter. 
I was watching the Pan-American Clipper Ships come 
into port at Cocoanut Grove, Fla., when a woman came 
up to me and said: “Pardon me, but do I buy my shoes 
from you in Albany, N. Y.?” Well, she did, and men- 
tioned the radio had brought her in for her first pair 
three years ago and continuously since then. 

I was way up in Canada, fishing, in the summer of 
’33. When I entered the hotel in a small town and 
registered, the owner of the hotel said: “Are you the 
man who broadcasts over WGY on shoes?” Well, I 
was, and hundreds of miles up North, from Canada to 
Florida; not bad for radio. 

I go on the air at WGY, Schenectady, N. Y., one 
minute only. Plenty can be said about bad feet in one 
minute; longer than that they “tune you out,” but ONE 
minute gets the talk over—before even those not inter- 
ested can “tune out.” 

I wouldn’t give up the powerful pulling power of 
WGY’s 50,000-watt broadcasts for any other medium of 
advertising, as it gives us wonderful results. I must 
say, though, that six, seven and eight years ago we 
had the “cream” of radio results. For the past two 
or three years so many others are “on” that we get 
just good rich “milk” now. 

In radio work remember your message must be 
interesting as well as informative and should be 
changed daily to meet the needs of the season and 


public. 
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NATURALIZER 
OUTLETS 
e 


BLOOMINGDALE’S 
New York City 


R.H. WHITE 
Boston, Mass. 


WOODWARD & LOTHROP 
Washington, D. C 


THE HUB 
Baltimore, Md. 
CHISHOLM’S BOOT SHOP 

leveland, 
WM. EASTWOOD & SON 
Buffalo, N. Y. 

THE ADDIS CO. 
Syracuse, N. Y. 
CAIN-SLOAN CO. 
Nashville, Tenn. 

THE C. L. BROSIUS CO. 
Wichita, Kans. 

L.S. DONALDSON CO. 
Minneapolis, Minn. 
DeARCY BOOT SHOP 
Des Moines, lowa 
MOREHOUSE-MARTENS CO. 
Columbus, Ohio 
PFEIFER BROS. 

Little Rock, Ark. 
RUDGE & GUNZEL 
Lincoln, Nebr. 

THE STEWART D. G. CO. 
Louisville, Ky. 

H. P. WASSON CO. 
Indianapolis, Ind. 


THE PARISIAN 
Birmingham, Ale. 


WEST COAST 
TURRELL’S 
Seattle, Wash. 
BEDELLS 
Portland, Ore. 
INNES SHOE CO. 
Los Angeles, Cal. 
HEROLD SHOE CO. 
San Jose, Calif. 


CAROL WILLS 
Oakland, Calif. 





TO RETAIL 


AT 50 


$6.75 on THE 
WEST COAST 


Begin a Campaign of 


NATIONAL ADVERTISING 


this Fall in the Ladies’ Home Journal, Vogue 
and Harper's Bazaar. The dramatic “Two 
Feet From Happiness” theme will be featured 


‘Ms full speed ahead! Naturalizers made unprecedented progress in 
sales and new outlets during the past year. That's been trade talk for 
months. Watch Naturalizers this Fall. 

Better than watching — write to the stores listed to the left. Ask them 
why they “went Naturalizer” and what their sales experience has 
been. If you do, you'll include Naturalizers in your plans for Fall. 


BLUE RIBBON SHOEMAEERS e- ST. LOUIS 
NEW YORK OFFICE: MARBRIDGE BLDG., 47 W. 34TH ST. 


DON‘T SPEND YOUR LIFE we =eel Prom Happiness WEAR NATURALIZERS 
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The 
Younger Generation 


Charles F. Scholl 


Born June 28, 1913, in London, England. Upon finishing 
school, he entered the London factory machine shop of 
The Scholl Mfg. Co. He earned the degree of M.N.I.Ch. 
at The National School of Chiropody, Manchester, England. 


Mr. Scholl has traveled the Continent and has made 
several trips to the United States. Worked in the Scholl 
factory at Frankfort a/Main. He furthered the practice 
of Chiropody in the company stores in Denmark, Nocway. 
Sweden, Finland, Germany and Poland. 


Working in shoe factories as well as in retail shoe stores 
gave Mr. Scholl valuable training of the practical kind. 
He has been in the United States since the first of the year 
and Dr. Wm. M. Scholl (head of the world wide organi- 
zation bearing his name) has assigned him to the Produc- 
tion Division of Headquarters in Chicago. He is contact- 
ing every phase of that division and will assume fuller 
responsibilities in due time. 
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\ The 
\ ROA 
\ To 
YW SUCCESS 


By 
John L. Harris 





ALL through the ages, right from the 
beginning of Life itself, mankind has gone 
through a series of successes and failures. 
Now and then you read of some failures, 
but more often youread of the successes. Suc- 
cess is what people are interested in. There 
is both glory and happiness in success. It 
is every man’s rightful heritage. Whether 
he attains it, is strictly a matter of personal 
ambition. 

The successful builder, whether it be of 
a boat, a house, a bridge or a career in mer- 
chandising, if he is wise will first plan his 
work and then work his plan. The ships 
on the sea, the skyscrapers on land or the 
successful merchant are not accidents. They 
are all the result of research and advance 
planning. 

We hear much of “Lucky Breaks.” How 
about the unlucky breaks? There are two 
kinds of luck and two kinds of breaks. 
Good luck and bad luck-—good breaks and 
bad ones—and they are the result of tak- 
ing chances. In plain words, the result of 
gambling. 

The successful men—the soundly success- 
ful men—are not gamblers. On occasion 
they appear to have taken a chance on some- 
thing or other—at least that is how it 
appears to the ordinary mind—but in 
reality that chance was taken because of 
the “instinct of knowledge” which comes 
to them through observation, study and ex- 
perience. 

There are, of course, many successful 
gamblers. But on the whole, there are 
many more failures than _ successful 
gamblers. 

The question, then, resolves itself down 
to this: 

Do I want to gamble with luck or shall 
I build my career by studious and pains- 
taking plans? 

[TURN TO PAGE 60, PLEASE} 
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ORTHERSE—THE OrTHOPEDIC SLIPPER 


—for Health and Comfort— 


WINS GREAT ACCLAIM 


Orthease, to meet the universal demand for 


Merchants, chiropodists and the foot health conscious public 


hail Orthease, the true orthopedic slipper, as the ‘ultimate 
answer to the ever increasing demand for comfort footwear. 


Over seven years of intense experimentation on the human foot 
have now brought to the dealer a slipper which enables him to 
fill this need and at a price which is within the reach of all who 
appreciate comfort and quality. 


These exclusive features, found only in Orthease, and the 
tremendous success and acclaim which Orthease has gained thus 
far, are ample proof of the profitable future which is open to the 
wide-awake merchant. 


—And Orthease orthopedic slippers to retail at $2.50 to $3.00 
allow a more than liberal mark-up. 


foot health, was designed with a complete 
knowledge of every scientific fact concerning 
the human foot. As an orthopedic slipper it is 
built on a basic orthopedic last in true half 
sizes and five widths. There is a specially con- 
structed counter which is extended to com- 
pletely support the arch, and the duo shank is 
steel supported. A natural metatarsal pad is 
formed by the anchored innersole which is com- 
pletely cushioned from heel to toe. The ortho- 
pedic heel tends to distribute the weight 
properly and lends to the slipper that important 
additional support. 


Orthease comes in 8 sizes and half sizes 


AA—A—B—C—D 


NEO PED INCORPORATED 


JERSEY CITY 


NeW JERSEY 
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Introducing: FRANK MASTERSON of the 
Hub Shoe Company, Boston, Mass... . and 
HERBERT HOLMES of the Corbin Holmes 
Shoe Company, Hudson, Mass. 


(Photographed at Mr. Holmes’ Boston Office 
where Mr. Masterson is ordering his fall shoes.) 


MR. MASTERSON: Well Herb, that’s fine so far. Now 
what are you going to use for upper stock? 


MR. HOLMES: On your black shoes Ruby Kid of course. 
MR. MASTERSON: Same old leather as before? 


MR. HOLMES: Yes sir, same good old leather you've had in 





i Ning 


you using 


your shoes for fourteen years. Do you want us to change? 


MR. MASTERSON: No, unless you've found something 
better than Ruby Kid. 


MR. HOLMES: Well I haven’t, and if I ever do I’ll let 


you know. 


MR. MASTERSON: Then let’s call that settled—and 
settled right. We've sold hundreds of thousands of pairs 
of shoes of Evans Kid with not a single complaint — 
it’s never let us down yet. 


MR. HOLMES: I don’t think it ever will— it’s one of the 
few things we've found we can depend on absolutely. 
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for upper stock. eat 


The Dr. Clinton Shoe is made by Corbin Kid Leather is the natural selection. Successful manufac- 
Holmes Company for the Hub Shoe Com- turers everywhere recognize the extra value which it adds 
pany of Boston.* An Air Cushion Sole,com- _to a shoe. They know too, that beneath its rich texture and 
posed of myriads of tiny air cells, gives the _ finish there is real durability and a permanent penetration 
wearer the sensation of walking on air. Other of color. If customer satisfaction interests you — and of 
in-built features provide a firm, natural sup- _ course it does — ask the question “What are you using for 
port. It is a shoe for smart active feet. In a _ upper stock?” Then listen for the answer, “Evans Kid Leather 
line so carefully styled and planned, Evans _ of course.” John R. Evans & Company,Camden, New Jersey. 


%* Corbin Holmes Shoes with Air Cushion Soles and fashioned of 

Evans Kid are also sold: 
e In New York, by Nathaniel Fischer Co. as Polly Preston Shoes 
| In Chicago, by Harper Kirschten Co. as Mary Adams Shoes 


THE KID WITH A DEFINITE SALES INFLUENCE 











It’s high time to talk about Summer in shoe adver- 
tising. Stores down South have been talking about 
it for weeks and now, notwithstanding the retarding 
influence of a late Spring, the Summer selling season 
has definitely arrived the country over. Most Springs 
are late Springs throughout a large section of the coun- 
try, and shoe stocks for this season always represent a 
hazard, with which wise merchants have learned to 


reckon. These shoe men know from experience that 
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cut-price sales of carry-over merchandise offer but a 
poor solution and may result in greater losses if they 
tend in any degree to disrupt and demoralize the nor- 
mal course of Summer shoe selling. 

So the obvious way to make the best of the present 
situation is to put a lot of selling pressure behind 
those kinds and styles of shoes that will be wanted 
for Summer wear. White shoes, sandals, sports and 
ventilated types, beach footwear and all of the special- 
ties designed for Summer outdoor use now come into 
the picture simultaneously with the demand for Sum- 
mer apparel. 

With the abbreviated work-week, shorter hours and 
more widespread participation in Summer sports and 
leisure, every week-end suggests the need of sport and 
leisure footwear and provides an opportunity for in- 
creased sales if you tell the fascinating story of Sum- 
mer shoes convincingly enough to arouse the interest 
of customers. Vacation-time brings new demands for 
shoes to complete the smart new costumes everybody 
will be thinking about as they plan to go away. It’s 
an unfortunate fact, but one every shoe merchant must 


How a Dayton newspaper gave the 
Summer season a big send-off, with a 
full-page fashion presentation of se- 
lected styles from individual stores. 
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“‘BENCH BRAND” SOLES 

4ADD STRENGTH TO THE 
SALES APPEAL OF FINE 
LU) ee 


When riding the range on the round up, or for pleasure as 
some folks do, the cowboy boots shown here are in favor. 
The west, southwest and northwest market is being aug- 
mented by an increasing demand in the east, from those who 
spend their vacation on the so-called dude ranches of the 
country’s open acres. 


KISTLER “BENCH BRAND” 
SOLE LEATHER 


A BALANCED TANNAGE 
provides the kind of outsole needed to go with the artistry 
and craftsmanship of this kind of boot. It assures edges that 
trim right and stand up. It makes bottoms that finish beyond 
criticism and whose wear per iron is extraordinary. Any shoe 
is a better shoe when bottomed with this popular tannage. 


| p <a 
na THIS CHART REPRESENTS 4 
SIDE OF LEATHER THE PART 
USEO FOF KISTLER BENCH 
BRANO’ SOLES !ISABOUT I? 
- h 4) OF THE WHOLE SIDE 


FOUNDED - 1840 


mar 319 - A» STREET - BOSTON - MASS: | | ||] 
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NOW IS THE TIME 
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FLORSHEIM Shoe 


wi 
He ir 


to promote White Shoes! And All of the Interesting Spe- 
cialties in Types and Materials That Answer the Varied 
Needs of Vacation Season ... Highlights in Copy and Layout 


recognize, that the importance of the right shoe for 
every costume isn’t as yet fully appreciated by many 
people, a goodly number of whom can and will buy 
if the story is told interestingly enough to command 
their attention and create the buying urge. That should 
be the purpose of retail shoe advertising, window dis- 
plays and promotion of all sorts in the next few weeks. 
_ That alert and enterprising retailers, particularly 
those in sections where the season is early, are already 
capitalizing Summer in a most attractive way is suf- 
ficiently apparent from the ads we reproduce this week. 
Some of them contain ideas which other retailers can 
well adapt to their own use, not by way of imitation, 
but by seizing an idea here and there and modifying 
it to serve a timely need. Current copy likewise 
abounds in smart suggestions and excellent selling 
ideas. Here are some pertinent quotations picked up 
from recent retail shoe ads in newspapers from various 
cities: 

Featuring oxfords of genuine white China buck at 
$5.50, Hahn of Washington says: “Something to crow 
about at this low price! Genuine buckskin is the 
finest white leather -available for men’s sport shoes. 
It’s porous . . . lets the feet breathe. It’s light . . . 


therefore cool. Takes a good cleaning when necessary, 
and comes back finer than ever. Two handsome styles 
shown . . . twenty others to choose from. Every one 
of them ONE GRAND BUY!” 

“Give Your Feet a Cooler Climate,” counsels the 
Atlanta store of Florsheim in an advertisement promot- 
ing their “Air Conditioned Oxfords,” a line of venti- 
lated shoes for men on which a comprehensive selling 
effort is being launched this season, both in advertise- 
ments and in window displays. “ “Twenty degrees 
cooler inside’ is no exaggeration when it comes to these 
comfortable Summer shoes,” says this Atlanta ad. 
“Wear them once and you'll never be without them. 
Hundreds of neat perforations . . . punched clear 
through . . . give your feet a chance to breathe and 
make them feel as cool as a sea breeze. A wide variety 
of styles for business, street or sports . . . with 
famous Ped-Flex construction that eliminates breaking 
in.” 

“‘Nonchalants’ step into the mode,” announces the 
Hanan store in Cleveland, featuring a new line of 
women’s shoes of peasant and sandal inspiration. De- 
scribing these shoes, the advertisement says: “They are 

[TURN TO PAGE 60, PLEASE] 
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GET LINED UP WITH AMERICA’S FASTEST-MOVING LINE OF SHOES! 
See the new Douglas Fall Styles being shown now! 


THERE are good reasons why Douglas Shoes move in 
and out of Douglas Dealers’ Stores faster than any 
other shoes! And those reasons have been built by a 
half-century of trustworthy manufacturing and honest 
value to the public—built to such a point that Douglas, 
today, is the world’s best known shoe-name! 

Just remember that Douglas Shoes are made on 
the ALL-LEATHER standard. They give the wear, 
comfort, style, and lasting appearance that nothing 
but leather can give! And don’t forget that Douglas 
Shoes are made by union workers—in the most famous 
of all shoe-centers., 





You can get “in stock” a wide variety of Douglas 
Shoes in smartly correct styles—#in all sizes and 
widths. You will retail them at the most sensible and 
popular of price-ranges . . . $3.50, $4.50, and $5.50 
... and keep a neat profit for yourself! You have 
sales-help in the form of national advertising in The 
Saturday Evening Post, and in more than 100 leading 
newspapers, together with striking window-displays 
and promotional material. 

Before you make any decisions for Fall, see the 
Douglas Line. There are a few territories where we 
can guarantee an exclusive franchise. Write us now! 


W.L. DOUGLAS 
SHOE COMPANY 


BROCKTON, 


MASSACHUSETTS 
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WINTER 


Juvenile Style Committee 
RECOMMENDS 
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ORTHOPEDIC THINKING AS 
KEYNOTE for FALL 


Any observer of the shoe business has within the 
past several years noted a renaissance of the children’s 
division of the trade. From just shoes, juvenile foot- 
wear has advanced to an article of style and taste. No 
longer the step-child of the shoe business—the 
juvenile division has become one of the most impor- 
tant of the trade. 

Now comes a newer development. It does not origi- 
nate with your committee—it does not even originate 
in the trade. It originates with the public. It is the 
proper treatment of the juvenile foot. Correction 
where needed (the depression and reduction in pur- 
chasing power have made many crippled juvenile feet) 
and proper fitting even where restoration is not needed. 

Leading physicians and orthopedists claim that a pre- 
ponderant majority of the adults who have serious foot 
ailments developed these defects during their growing 
years, because they did not have the correct footwear; 
also because of improper fitting, due to buying shoes 
primarily on account of price. 


Some time ago a survey was made of feet of school 
children, from first graders to collegiates, and over 75 
per cent were found to be deficient; more or less 
pronated, off balance and out of poise. It took these 
staggering figures to awaken educators and health 
officials to the significance of these alarming foot-facts 
which have not become generally known. 

Every child’s feet should be examined. They have 
the right to competent treatment of advice from ortho- 
pedists or physicians and should receive the same atten- 
tion as the eyes, teeth, etc. We believe the remedy 
lies in the education of your salespeople, and a more 
conscientious consideration of the seriousness of their 
vocation. 

It is a big job for executives—but the necessity for 
giving shoe-fitters a more efficient training course in 
the requirements of their duties is so obviously ap- 
parent that it can no longer be neglected. - 

Correct posture is impossible unless the feet are held 

[TURN TO PAGE 46, PLEASE] 
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Committee Chairman 
Maurice J. Yoskin 
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‘Patented’ 


Way / fy 
HEALTH SLIPPERS 


FEATURING 


1. Scientific Balanced Lasts— 
A special Sol-Ease development. 


2. Wide Steel Shank— 
As in the highest priced corrective footwear. 


3. Orthopedic Heel— 
Extends under arch for additional. support. 





Patented Notched Backpart— 
To prevent rubbing and resulting irritation. 


Long Leather Counters— 
Guarantee proper support for ankles. 


The Pneumatic Insole— 
Cushions the foot and allows breathing space. 


And The Patented Tupper Sol-Ease construction 
which means soft sole comfort with hard sole 
service. 


thi me Achievement in 
th Footwear for the Home - - 


On August 25th, 1934, Tupper introduced to the shoe world the original 
orthopedic health slipper featuring an intermediate sole which gave the slipper 
soft sole comfort with hard sole service. 

For the past year Tupper’s technical staff have been constantly improving 
upon this idea until now it has become a fact, and it is with a great sense of 
pride and achievement that this basically new Sol-Ease Health Slipper is offered 
to the trade. ’ 

The public has become aware of the importance of foot health and will wel- 
come with open arms this long felt need, which in the home enhances the 
benefits they derive from their corrective street shoes. Your customers will 
wear Sol-Ease Health Slippers for their comfort, appearance and for their 
corrective qualities. 

It is the intention of Tupper Slipper Corp. to select, for the exclusive retail 
distribution of Sol-Ease Health Slippers, one store in each city in the United 
States. 
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National Shoe 


FOUNDED 1912 












"An Association Serving the Best Interests of the Retail Shoe Trade and the Industry in its Entirety'’ 








You can’t be a progressive, well-informed shoe retailer 
unless you belong to the National Shoe Retailers Asso- 
ciation. 

The weeks ahead may be the most dangerous or the 
most successful of your life of shoes. A lot depends on 
the activity of your National Association. 

The National Shoe Retailers Association believes that: 


1. Chiropody Bills—prohibiting shoe retailers from 
selling arch shoes and appliances—must be defeated. 

2. The Black 30-Hour Week Bill, if passed will prob- 
ably raise prices 25%. (The N.S.R.A. is now combat- 
ing this bill in Washington.) 

3. “Pure Shoe” Legislation—as written in the pro- 
posed “Labelling Law”—is harmful to the industry as 
a whole. 

4. The shoe retailer needs protection against the 
monopolistic tendencies of the codes. 

5. The movement toward increased and extended 
taxation must be stopped. High taxes prohibit retail 
existence. 


It is necessary for the success of your business to have 
a capable and thorough representation in national affairs. 
Grave problems face the retailer. These problems can 
be solved only through the operations of the N.S.R.A. 
and its special committees. 

The obligation of the N.S.R.A. to the shoe retailer is 
fulfilled daily in promotive and protective effort. Your 


You Dont Deserve to Win! 


Unless You Are a Member of Your National Association 








obligation to your industry is: to be a member of your 
Association. 
I hope that you will give our endeavors the benefit of 
your cooperation and attention. 
Very sincerely yours, 
JOHN J. HOLDEN, 
Manager. 


P. S.—The style forecasts for Fall by the Men’s, Women’s 
and Children’s Style Committees have been completed and 
are available to members on request. 


* * * 


A great financial authority is responsible for this state- 
ment: The new era of prosperity will not start tomorrow. 
It will not attain its full bloom this year or next. It will 
not be based on false hopes, on tips and rumors, on in- 
flated values or on questionable prospects. It will not 
be an unreasoned or unreasonable new era, but it will be 
a period of prosperity none the less. It will come whether 
popular sentiment is expecting it or not, but it will lay 
its greatest treasures and its highest rewards in the hands 
of those who are now preparing for it and who go out 
to meet it far down the road, with courage, faith, resource- 
fulness and definite action. 

* * * 


“Every man owes something to the Industry. of 
which he is a part.” 
—Theodore Roosevelt. 








Se SE Ea eo et Yat AP ey 3 Rt he tcc 


Ns 4b wi Xe ted vecin eas <454 ao we 4d one 
EEE Ie POLI E LS Tes FOOT MEET 


D4 W'S Oye 06.6 6-414 6.6 $10 410 6 OS 69816: F106 5 6 0 08 CO 68 0:6 14S 





APPLICATION FOR 1935 MEMBERSHIP 


National Shoe Retailers Association 


274 MADISON AVENUE 
NEW YORK CITY 


|/we apply for membership in the NATIONAL SHOE RETAILERS ASSOCIATION. 


Dues payable in advance $5.00 annually, plus $2.00 for each additional store. 
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Service Center—274 Madison Avenue, New York—John J. Holden, Manager 





Buy Well—Sell Well 


P ROPER planning would eliminate 
the necessity of excessive clearance 
sales, according to Harry Rosenthal, 
president of Shoecraft, Inc., a Fifth 
Avenue shoe store of New York City. 
The shoe business is being undermined 
hy a long parade of clearances which 
begin right after Easter and which are 
being held earlier each year. “In my 
opinion,” he said, “There are only two 
reasons for early sales. 

“The first covers two things—that 
the store is overstocked and needs 
money to pay its bills. Now over- 
stocked means that what the store 
needs it lacks and what it has it doesn’t 
need. Many find themselves with 
Spring shoes when they need whites. 
That is the result of poor planning. In 
the case of the individual merchant, he 
is compelled to hold a sale to get cash 
and in a department store the mer- 
chandise man won’t O.K. orders till the 
buyer liquidates the existing stock. 

“The other is that in some cases, 
more especially in department stores, 
they insist that the department show 
an increase over the previous year. 
This can only be accomplished by sales. 
Whether or not they are successful in 
doing it I don’t know. 

“In either case it is poor business 
because if you have too many dark 
colored shoes and are short on whites, 
it means you are losing sales and forc- 
ing on people merchandise which they 
do not want. These sales are under- 
mining the shoe business generally. In 
one season the one store gets the busi- 
ness because of having run the sale 
first and in the next season, another 
store gets it. This has brought the con- 
stant advancing of sales in the regular 
buying period.” 

* e # 

“A real business recovery would 
create a national confidence and sanity 
which would denature the New Deal, 
rob Huey Long of his thunder, leave 
Dr. Townsend no further market for 
his nostrum and send Father Coughlin 
back to the curing of souls.” 


“The government can’t give the coun- 
try back to the Indians—it has elimin- 
ated them—but it can give business 
back to the business men.” 


* @ @ 


Statistical Sidelights 
AccorDinc to Merrill A. Watson, 


vice-president of the Tanners’ Council, 
the average factory cost of men’s 
shoes is about $2.10 and the average 
factory cost of women’s shoes is about 
$2.00. The cost in 1933 were $1.97 
for men’s and $1.88 for women’s, ac- 
cording to approximate averages. 


* & € 


Carry On! 

Let’s continue in the spirit of the codes. 
N.R.A. legislation has been declared 
unconstitutional but the spirit of the 
N.R.A. measures is in accordance with 
ethical economic conduct. . Let’s main- 
tain wages, hours, and fair competi- 
tion. Let’s maintain our stand against 
price-fixing, monopolistic tendencies, 
and predatory competition. 


* + 


Steps for Political Progress 


1. It is desirable that Congress 
should adjourn soon but in order to 
give reasonable assurance that business 
will not have to face further major 
political uncertainties until real revival 
is at hand, we should settle by com- 
promise and amendment and remove 
from the Presidential campaign the 
banking, the utility and the social se- 
curity issues. 

2. We should continue to seek an 
agreement for the international stabili- 
zation of currencies at approximately 
the century old parity of exchange with 
sterling and should be prepared to re- 
sist any radical change in that rate. 

3. We should not devalue the dollar 
further to raise prices but we should 
not tie our hands until other nations 
tie their hands. 

4. Regardless of whether we have or 
do not have complete recovery when 


the present emergency appropriations 
are spent, we should plan the next bud- 
get on the assumption that it is to be 
substantially balanced. 


* %% 


Does your competition run your 
store, or do you do your own thinking? 


* %*+ * 


Pure Shoe Hearing June 6 
Shall the Law Pass With- 
out Organized Protest? 


sa 

HE following is a brief report of 
the hearing I attended this morning be- 
fore the Senate Committee on the Shoe 
Label Bill. 

The meeting was called at 10 a. m. 
and only two senators were present, as 
the Senate had a special session at 10 
a. m. this morning for the Bonus Bill. 
Mr. Keating, representing the heavy 
leather tanners of Pennsylvania, spoke 
in favor of the Bill. The Department 
of Agriculture was represented by a 
man from the Bureau of Chemistry and 
Soils who spoke in favor of the legis- 
lation. The American Farm Bureau 
and the National Dairy representative 
also spoke in favor of the legislation. 
The Federal Trade commission was 
represented and took the stand that the 
administration of the act, if passed, 
should be left in their hands and that 
the proceedings be more of a “cease 
and desist” order than a criminal pro- 
ceedings. He spoke in objection to the 
bill. Opposition was also voiced by a 
representative of the Fiber Board prod- 
ucts and the imitation leather quarter- 
lining people. The rubber companies 
were represented by Mr. Finger who 
asked that their products be exempted 
from the bill. The meeting adjourned 
at 12. A new hearing is scheduled for 
June 6. 

“The senators present seemed very 
kindly disposed toward the measure 
and the farm, dairy and leather inter- 
ests are solidly behind it.” 


HERBERT J. RICH, 
N.S.R.A. Legislative Committee. 





The matters discussed on these pages are solely the expression of the National Shoe Retailers Association. 
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For Unified National Shoe Fair 


James E. Wall 
President, National Shoe Fair 


Cuicaco will be the scene of the first unified 
National Shoe Fair to be held January 6, 7, 8 and 9, 
1936. The cooperating committees of the National 
Boot and Shoe Manufacturers Association and the 
National Shoe Retailers Association met in Cleveland 
on Wednesday, May 22, to make plans for the next 
national shoe convention and exhibition. The joint 
committees organized as one body to operate the 
National Show of the industry. The name National 
Shoe Fair was unanimously accepted. 

By vote of the Boards of Directors of the National 
Boot and Shoe Manufacturers Association and the 
National Shoe Retailers Association, the joint com- 
mittee, consisting of five representatives from each 
association, was given full and complete charge of the 
. national show of 1936 on the plan of unified operation 
rather than separate and competing management. 

The convention committees met in harmonious agree- 
ment at the Hotel Cleveland. First action taken in- 
sures that they will no longer be considered as separate 
groups, representative of the two national associations, 





Harmony Reigns with Committee of Ten 
Managing Exposition 


but as one executive company engaged in shoe show 
operation. 

The meeting of the two committees in Cleveland was 
attended by James E. Wall of the Wall-Streeter Shoe 
Co., in North Adams, Mass.; Murray D. Fine, Premier 
Shoe Company, Inc., New York City; Leo Goodkind, 
Lucille Slipper Company, New York City; Herbert N. 
Lape, The Julian & Kokenge Co., Columbus, Ohio; 
Howard P. Smith, J. P. Smith Shoe Co., Chicago, II1.— 
representing the National Boot and Shoe Manufacturers 
Association. 

The National Shoe Retailers Association was repre- 
sented by Harry E. Fontius, Fontius Shoe Co., Denver, 
Colo.; Edwin Hahn, Wm. Hahn Co., Washington, 
D. C.; George Hess, N. Hess Sons, Baltimore, Md.; 
Lee Langston, Enna Jettick Shoe Co., New York City; 
Charles E. Williams, C. E. Williams Shoe Company, 
St. Louis, Mo. 

The conference in Cleveland then proceeded with a 
discussion of the location for the next convention, dur- 
ing which convention chairmen of several leading cen- 
ters were heard. The merits of each city were heard 
and carefully considered. Finally, Chicago was chosen 
because of its previous shoe convention successes, be- 
cause of its location at the nation’s geographical and 
commercial cross-road and because of its admirable 
convention facilities. 

The National Shoe Fair elected James E. Wall as presi- 
dent, Harry E. Fontius as vice-president and Herbert 
N. Lape as treasurer. A finance committee consisting 
of Lee Langston, Herbert N. Lape and Charles Williams 
was also elected. The committee selected Arthur D. 
Anderson, Jr., as promotion manager for the National 
Shoe Fair. 

A special delegation, consisting of Messrs. Wall, 
Williams, Langston and Lape, were sent next day to 
inspect and select adequate hotel accommodations for 
so large a show and to confer with hotel executives at 
Chicago on exhibit and convention facilities. No in- 
dustry in America, using hotel accommodations for 
shows and convention purposes, uses as much room 
space as does the annual shoe show—and this year its 
unified character indicates the largest show in America. 

In closing the session, James E. Wall said: “I be- 
lieve the first National Shoe Fair will surpass in repre- 

[TURN TO PAGE 58, PLEASE] 
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PLANNED 


Page 41 


D ron Pp 


Lei or Sling 


IJ f isn’t enough that your store be 
attractive, colorful and inviting—important as these 
features are. 


To function efficiently, to make every valuable foot 
of floor space carry its share of the overhead, to 
realize maximum profits on every transaction, it is 
essential that the store be laid out and planned on 
a sound, practical merchandising basis. 


Guess-work won't do. Proven, time-tested prin- 
ciples must be employed. 


For a third of a century this organization has been 
“Planning stores for more profit.” Members of its 
store designing staff are daily in touch with mer- 
chants all over the country, studying their stores, 
solving their problems, and with each contact 


, GRAND RAPIDS STORE - 
EQUIPMENT COMPANY 


Main Offices 
Grand Rapids, 


Branch Offices and Representatives in Principal Cities | city State 


and Factories: 
Michigan 


Hs A 
e 


Lamey-W ellehan 
Lewiston, Maine 


adding to their experience and knowledge. 


Numbered among our customers are many of the 
outstanding shoe stores of the country, names that 
comprise the “Who’s Who” of the industry. And we 
are equally proud of the hundreds of smaller but 
none the less successful stores in the smaller com- 
munities that it has been our privilege to serve 
through these many years. 


No matter where a store is located or what its size 
may be, the services of this nation-wide organiza- 
tion are easily and quickly available. 


A request for information on our store planning 
service and the Grand Rapids line of store equip- 
ment will be given prompt attention. No obligation 
implied or incurred. 





MAIL THIS COUPON TODAY 
B-6 





Grand Rapids Store Equipment Co. 
Grand Rapids, Michigan 


Please send us further information on your 
Store Planning Service and Equipment. 


Name__ __Address____ 














When writing advertisers please mention Boot and Shoe Recorder 
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Fall Holds Promise of Exciting Season 


Slacks, one of the most outstanding 
contributions to smart shoe styles in 
all priced lines, originated in Cali- 
fornia, going to Paris, London, and then 
back to New York. Their influence on 
shoe styles has been tremendous. Slacks 
are being shown in practically every 
priced line, from the inexpensive ‘“Stu- 
dio Slack” to the new ones which are 
being brought out for street and active 
sports wear. 

Buyers of $8.50 and $12.50 sports 
shoes are putting in comprehensive runs 
of better materials in the flat, dumpy, 
comfortable slack which has been sell- 
ing for much less, and expect to do a 
considerable volume on them. This type 
slack will be in the run of extra pair 
sales, and will not cut into any type 
shoe now on the regular market. 


Importance of Slacks 


Slacks are a very important factor in 
stores featuring shoes from $2 to $5. 
They are being made in a wide variety 
of novelties and account for 10 per 
cent of the total volume of the women’s 
shoe business. In stores. selling shoes 
in these grades, active sports shoes 
dropped down to 5 per cent, while the 
novelty business is up to 46 per cent. 

The usual five-eyelet slack is most 
popular. It is being created in combi- 
nations of both colors and materials, 
and promises to lead Fall slack sales. 
Perforations are used, some large and 
some small. 

The Hindu wrap-around is a slack 
variation. It is an exclusive, patented 
pattern being shown in a combination 
of new Fall colors. 

Stream-line design on vamps and tips 
are rapidly placing slacks in the spec- 
tator sport field. Local buyers are 
pinning quite a bit of faith on volume 
sales from shoes of this character. 

It is because of these novelties, plus 
the customer’s demands for newer, bet- 
ter, smarter sports shoes that buyers 
are not, as usual, planning their entire 
basic business first for types, but are 
planning novelties first, and filling in 
with the more conservative types later. 

The classic active sports-type shoe is 
not as important as formerly. Mannish 
brogues, with plenty of sole weight is 
combined with soft flexibility. Colors 
are important, and no more will one see 
severe browns. Wine shades, Moss 
Greens, Norwegian Tans, Loam Browns 
combine to present a medley of colors 
never before seen in active sports shoes. 

Ghillie ties have a new theme, and 
are increasingly interesting. Tongues 
set off the shoes, while reversed grains 
and calf, smooth and rugged leathers 
combine with perforations to present a 
new smartness usually confined to the 
strictly spectator type class. 

Of outstanding importance to the 
sports picture of Southern California 
is the college girl. Smartly attired, 


(CONTINUED FROM PAGE 15) 


practical and poised, there are thou- 
sands of women of all ages attending 
the many colleges, universities, and 
women’s schools in this vicinity. These 
women are year round regular custom- 
ers, and wear the active-type of sports 
shoes. Buyers are now ordering active 
Fall sports shoes for July delivery, with 
the expected peak to be reached in Sep- 
tember or October. 

Spectator sports shoes come in for 
longer-wear periods out here. Plus the 
ideal climate, distances in the local 
area are great, and many women dress 
in the morning for all day. This is 
one reason which accounts for the great 
interest in the more formal type spec- 
tator sports shoe with the high built- 
up heel. It suits both a practical and 
dressy need. Broad straps are very 
good along this line, especially in the 
high style lines. 

The broad strap patterns are created 
of suede combined with alligator. The 
20/8 polished leather heels are pre- 
ferred. In the spectator group, alligator 
is the only reptile being used for Fall. 
It is shown in brown, blue, rust, green, 
and black in both solids and combina- 
tions. Some plain custom pumps will 
also be shown. 


Fall Trends in Materials 


Suedes, usually high-style notes, lose 
first place this year because of the in- 
terest in materials and fabrics. In out- 
lying sections suede will remain good 
from the standpoint of practical wear, 
but city stores of all price ranges, from 
$2 and up are giving fabrics preference. 

Rough leathers are fairly good for 
Fall, but not used alone. They enter 
the picture strongly when combined 
with smooth finishes to add new grace 
and interest to the more resplendent 
Fall picture. As in all types of shoes, 
interest this year is in the materials 
used, and not so much in the patterns 
themselves. 

Ghillies are definitely also in the Fall 





WIDE PRICE DISPARITY 
DANGEROUS 
OMAHA, NEB.—Widely different price 


ranges in one shop will kill the sales of all 
shoes, according to S. Teper, manager of the 
shoe shop of Goldstein-Chapman's. 

"To be successful in a small shop," says 
Mr. Teper, “a merchant should pick out a good 
quality type of shoe. Then he should not have a 
high price shoe and a low-price shoe selling in 
the same shop. You can have two prices but 
theyshould not be widely separated. If they are, 
one will kill the other. If you have too low a 
price on one, people think there must be some- 
thing the matter with the higher priced shoes. 
On the other hand, the higher priced shoe will 
scare the low-price buyer out. It just does not 
work successfully.” 





spectator picture, and rightly so. Clever 
combinations of materials, and the uni- 
versal comfort of the shoe makes it an 
ever popular favorite. 

Says one shrewd buyer: “The Monk 
pattern has a million possibilities for 
Fall,” and being shrewd, he is working 
out combinations that will remain a 
secret until the season opens. In this 
style, as in so many others, the basic 
pattern remains the same, but the varia- 
tion will come in the use of combined 
materials. 


Place of Smooth Leathers 


Smooth kidskin and calfskin are be- 
ing shown, and will be in the Fall pic- 
tures, but not as volume numbers ex- 
cept in the staples. In the high-style 
lines, these materials are always to be 
seen for those wearers who prefer 
quality, conservatism, and trimness. 

Smart merchandisers here are expect- 
ing that Fall sports business in 1935 
will be twice as good as in 1934. These 
deductions are based on the facts that 
people do have more money to spend 
this Fall, and because their trade does 
live out-of-doors a great part of the 
time. 

In the top grade field, fully 90 per 
cent of all the sports shoe business will 
be done on 13/8 heels, while the remain- 
ing 10 per cent will be accounted for by 
the new 20/8 straight polished heel. In 
spite of the tremendous vogue for low- 
er heels, a certain proportion of women 
like the appearance and feel of the high 
leather heels. Heels in the general 
classifications of sports shoes will fall 
into these pattern groups: Peasant 
11/8; Ghillies 14/8; Ties 14/8; some 
16/8; while Zippers will range from 
11/8 to 18/8. 

Colors for sports include Rust, Blue, 
Brown, Green, Wine-Brown, Purplish 
Plum, and Tan... the most outstand- 
ing colors shown for Fall wear in years. 
The public is unquestionably interested 
in color, as is shown by the demand for 
dyed shoes during the past season, and 
with a period where everyone intends 
to get more out of life and living, it is 
but natural that they would use color 
to express these emotions. Fall... 
1935 promises to be the most beautiful, 
the most flamboyant for many years. 

Not an afternoon shoe city, Los An- 
geles does not completely enter the field 
of shoes sold strictly for afternoon and 
cocktail wear with the strength that it 
does the sport field. This is especially 
true in the upper price brackets. More 
time is spent in sports clothes, and the 
spectator sports shoe has. taken the 
place in many cases of the afternoon 
shoe. Patterns for the afternoon shoe 
for Fall begin with the high-riding, five- 
eyelet tie. New versions of gore effects 
which are high over the instep will cut 
into ties. The Sabot strap idea is com- 

(TURN TO PAGE 44, PLEASE) 
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Fall Holds Promise of Exciting 
Season 
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ing fast, and is being bought in many 
combinations, as well as a few 
“straight.” 

Pin-tucking and braid remain high 
style notes. Narrow braid of contrast- 
ing colors takes away the plainness 
from the high-riding pump or oxford. 
In a size 7, there are 43 yards of braid 
on a single pair of shoes. This definite- 
ly takes these shoes out of the popular 
price class. 


Patent, Suede and Fabrics 


Colored patents on suedes will take 
these shoes from the strictly spectator 
sports class into the afternoon class, 
and give a lift and lustre to otherwise 
sombre suede. Patent strippings, patent 
inserts, and novelties add to the pic- 
ture. 

A wide variance of thought exists 
between the buyers who operate in the 
five to eight dollar field and those 
featuring prices at eight fifty and over 
in regard to the importance of all- 
over patent for Fall. Popular-priced 
stores have experiencéd a Spring sea- 
son in which all-over patent has held 
up remarkably well, especially in the 
high heel trip pumps and the new 
versions of colonials. Orders are back- 
ing the feeling that these shoes and 
materials will carry through for Fall. 
Many more all-over patents will be 
shown for Fall than in the Spring. Com- 
paratively little patent trimming and 
stripping is planned for the fabric and 
suede moderate priced footwear. 

An entirely different picture is seen 
in the higher priced group. Here all 
patent pumps, straps, sandals and ox- 
fords will be considered solely as “neces- 
sity” shoes. Patent trimmed Fall 
styles in these grades will assume 
tremendous importance. For the most 
part, Fall styles are entirely new and 
are not reconstructed on last year’s 
successes. Fully 70 per cent of all 
black fabric and suede purchases have 
a generous patent treatment. Trim- 
ming on brown suede and fabrics will 
be equally divided between patent and 
calf, patent for the dressy kinds and 
calf for the sports wear. All in all, 
a decided effort is being made by local 
buyers to make everything look fresh 
for Fall, so the majority have turned 
to patent leather as a means of liven- 
ing up their purchases. 

Orders for early Fall indicate that 
the season will open with many fabrics. 
In general the Fall material line up in 
order of importance will be: Suede, kid- 
skin, fabrics, reptiles and reptilian com- 
binations; patent and patent combina- 
tions of kid and fabric; and novelty 
leathers, very light. 

For afternoon wear, the 20/8 heel 
will be polished all leather, especially in 
the Sabot tie. In the gore types, this 
heel will also be used. The shape of the 


heel is also important. The smartest 
heel is the high spike, which is a boule- 
vard, a custom, and a Continental all 
in one. The two models shown have 
been designed to fit the less informal 
mode for afternoon, and also are cre- 
ated in materials of richness and beauty 
for more formal wear. 

Mellowed colors, of the dark rust 
type, deep wine purples, black-green, 
and earthy brown are color highlights 
for Fall in afternoon shoes. 


The Evening Shoe Picture 


The evening picture in Los Angeles 
is one of dazzling elegance. Gorgeous 
materials, rich jewel tones, lustrous 
golds and silvers in combinations con- 
tribute to a picture of scintillating 
elegance. Los Angeles style leaders are 
suggesting patterns with closed sides 
and a more closed-effect over the toes 
for dancing. The open-type sandal re- 
mains in high favor for the formal 
and informal evening picture. 

Strictly closed type evening shoes are 
not liked by the stores from a sales 
angle because the buyers know that if 
the swing comes back to closed pat- 
terns or to plain pumps, evening slipper 
business will be cut in half. 

Highlighting the local picture are 
evening slippers with vamps of Cello- 
phane. Made on a base of mercerized 
cotton, this slipper when dyed will give 
the effect of colored transparency. The 
model described will retail about $12.50. 
Another gorgeous effect is the slipper 
whose vamp is of soft, imported mesh. 

Sumptuous brocades combine with 
gold and silver kidskin to fashion a 
sandal of wondrous beauty. Its slim, 
trim lines and beauty of material make 
it an outstanding contribution to the 
evening picture. Rhinestone buckles 
give it added sparkle. 

To complete the lace costume, lavish- 
ly embroidered slippers in gold and 
silver are being shown. Brocaded 
vamps are perforated and then em- 
broidered in slim threads of gold or 
silver, while tabs and heels are dyed in 
jewel-tones to contrast with black or 
white. Satins, crepes, and metallics 
combine with solid kidskins to paint a 
picture of richness. 

Heels are either one extreme or the 
other. 21/8 or the 9/8 to 11/8 heel as 
used on slacks. The high heels are 
higher, and straighter, and the lower 
heels lower, due to the Hindu plus 
slack influence. Prices on evening slip- 
pers will range from $3.95 up, with the 
high fashion shoes decidedly more ex- 
pensive than they have been for many 
years. 

With this picture of exquisite mate- 
rials, metallics, and meshes, it is little 
wonder that buyers are looking forward 
to a big evening slipper business for 
FALL... 1935. 
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Accent on Foreparts 
[CONTINUED FROM PAGE 17] 


telligent, the lasts are better and the 
styling and detailing of the shoe is 
more skillful. 

He feels that the raising of the vamp 
in the blucher should make for a much 
better fit and that the shortened fore- 
part adds materially to the smartness 
of custom detailing, particularly on 
wing tips. 

Optically it gives to the slightly nar- 
rower spades and extensions a sharper 
and longer appearance, but its chief 
value lies in the fact that it is a new 
shoe. And the style business needs new 
shoes, particularly when they carry no 
fitting headaches. 

Custom effects are taken “straight” 
in New York and any style news that 
affects custom detailing is big news. 
When we showed the photographs of 
the shoes shown above to a style man 
who sells the best theatrical trade, he 
was no less enthusiastic than his more 
conservative brothers about town. It 
will make a much neater and smarter- 
looking shoe, he thinks. 

The shortening of the forepart has 
made necessary a new approach in de- 
tailing and the above models illustrate 
how skillfully it has been done. The 
blucher shown in the illustration has 
been smartened up into a real custom 
shoe. If you will notice carefully, you 
will see that the spade has been moved 
well up forward. The front has been 
rounded off with a nice sweep and 
moved back. This is most important in 
a blucher since it makes for greater 
comfort. The shank is cut close, a 
hand-lasted detail, that gives the ex- 
tension a still wider appearance and 
makes a trimmer fit across the instep. 
Note also the streamline detailing on 
the wing-tip and the new vamp and 
heel treatment meeting gracefully in 
the center of the shoe. 


Roger Vivier Arrives From Paris 


NEw YorK—Roger Vivier, known to 
the American shoe trade as a leading 
creator of exclusive footwear and an 
originator of leather colors, arrived 
from Paris May 28. He will be in New 
York for a short time only, the purpose 
of his visit being to contact his clientele 
on the home ground and discuss style 
problems with them. He will bring a 
large selection of his latest creations. 

M. Vivier’s headquarters during his 
New York visit will be at J. Einstein, 
Inc., 1 Park Avenue, New York, and 
at the Commonwealth Manufacturing 
Company, 68 Richardson Street, Brook- 
lyn. The Commonwealth Manufactur- 
ing Company has for many years dis- 
tributed in North America the creations 
of Laboremus of Paris, with whom M. 
Vivier is connected. 
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SHOES 


These modern SEWED SHOES 


reflect the insistent requirements 


of discerning women for foot- 
wear of dependable quality 
and comfort. 

Their popularity is recognized 
with continued enthusiasm by 
K-NoKoR i aQeMmukolalUhackadvia-Ta Monaro, 


retailers. 


LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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“So this is the Grand Canyon 
of the Colorado River.” 


“,.. Another outstanding achieve- 
ment in BROWN and BLUE!“ 


Surpass BROWN and Surpass BLUE Glazed Kid offer the 
shoe retailer and the shoe manufacturer alike a leather that 
makes customers, and whose sales appeal is backed by a 
quality that keeps those customers satisfied. Tanned with 
the experience and skill developed in our half century's 
production of Glazed Kid, the leather's strength of char- 
acter, tight, even grain, and soft, silky, pliability are set off 
by the up-to-the-minute, fashion-wise shades of the BROWN 
(color No. 41) and BLUE (color No. 13) in a way that does 
constitute a real achievement. Like Surpass Black Glazed 
Kid (that is still our standard), Surpass Brown and Surpass 
Blue are made to improve with beauty in the finished shoe. 


URPASS 


BROWN (4) 


AND 


BLUE 


as well as BLACK 
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% Shoe Retailer 
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in the correct growing position. Correct posture is also 
impossible if the child’s ankles roll inward or the toes 
point outward. 

It does not necessarily mean that shoes must be in 
the extremely high price brackets where, up to the 
present time, a truly corrective shoe could only be 
obtained—but it must be a good shoe. 

Let us make a definite distinction in terms. 

Corrective Shoe—One that is designed to meet a 
given abnormal condition. 

Correct Shoe—We suggest this last word to cover 
orthopedic shoes that are not necessarily corrective, but 
are of a type calculated to prevent abnormality. 

So our recommendation now, as first and most im- 
portant, is the identification of your store with this 
nation-wide trend. Accent the fact that you are 
equipped to do a real job with the care of the child’s 
foot—that your fitting is right and that your shoes are 
correctly designed—or if correction is needed, that you 
can meet the need—and see that you are equipped to 
make good on these claims. 

There is no suggestion here that the shoe merchant 
should invade the province of the medical profession, 
and cases calling for corrective treatment that have 
come to the store from physicians should be fitted 
according to prescription. For every medical case that 
is handled—there will be, however, many where no 
professional advice has been asked or given, and here 
the merchant’s experience is of a value that you should 
not allow to be forgotten in your community. 

Speaking generally, the public is conscious of these 
things, but there is still room for further education 
along these lines. A leadership in this educational 
movement coming from the shoe trade would not only 
be a service to humanity and the public, but would 
enhance the prestige and profit of the trade and the 
store. 

Just a hint: In a general conversation around the 
committee table, the fact was brought out that ortho- 
pedic shoes were featured strongly in the advertising 
of women’s and men’s lines, but very rarely in chil- 
dren’s. Why not take advantage of the trend toward 
correct footwear in the juvenile field to expand your 
advertising promotion in this field? It has proved 
profitable in women’s and men’s shoes—why not in 
children’s footwear? 


STYLE TRENDS 


For the matter of styles, leathers and lasts for the 
coming season, we are departing from our usual analy- 
sis of these by class, as they will to a great extent fol- 
low the trends of the season last Fall. The general 
staple lines that may have been carried over are safe. 
There is no indication of radical change in any of 
these. Modifications, of course, will be shown and 
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numerous variations. The individual merchant can 
best decide upon such novelties as may be presented 
to him. 


PATTERNS 
For School 


a. Blucher oxfords both plain and perforated, which 
are the brogue types. 

b. Kiltie and shawl tongue effects. 

c. Monks in one and two straps. 

d. There is a growing tendency towards the plain 
blucher type with typsy seams up the front, as well as 
shoes with heavier flexible soles with accentuated welt: 
ing, giving that Peasant effect. 

e. Broad straps with one inch buckles. 

f. Buckled oxfords with one and two straps. 


For Dress 


a. T-straps in various treatments. 

b. Straps and sandals. 

c. Gore effects, complemented with ribbon ties and 
ornaments, as well as the Colonials, which are the one- 
eyelet and gore effects. 


d. Pumps. 


MATERIALS 


a. Elk and boarded leathers. 

b. Rough surface leathers in grains such as Seal 
and Buffalo prints. 

c. Service calf, complemented with boarded or 
crushed leathers. 

d. Patent leathers. 

e. Suedes. 


f. Whites. 


COLORS 


a. Rich browns. 

b. Two-tone browns. 

c. Blacks. 

d. Whites. 

e. A ‘sprinkling of the new colors such as Bourbon, 
Oxblood and even a few of the Araby Green in order 
to sweeten up the so-called staple shoes. 


LASTS 


There is no definite change in lasts . . . the same 
ones will carry through although in the girls’ division 
there seems to be a tendency for the lower heel rather 
than the higher heel. This is influenced greatly by the 
success of the FLATS which have been featured this 
past season for women. In the Modern Miss lines 

they have been demanding shoes in a great 
variety from 10/8 to 11/8 heels. 
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Increase Try-On Comfort 
25 to 40% with 


MOHAWK SOFTNESS 
UNDERFOOT 
* 


AKE those first testing steps sell the 

comfort of your shoes. Minimize the 
new-feel with a soft, luxurious foil of car- 
peting underfoot. That adds “sell” to your 
shoes and “sell” to your shop. 

All Mohawk Carpets are woven of long- 
fibre, Virgin wool, which means resilience 
and life. It means long years of wear, too. 
Mohawk Carpets are famed for their rugged 
ability to carry heavy traffic over long periods. 

Likewise, Mohawks are dyed with fade- 
proof dyes, tested and re-tested for their 
power to resist the color loss caused by 
bright sunshine. Thus, their lovely patterns 
stay bright and fresh for years. 

And, finally, the fifty-year experience of the 
Mohawk Carpet Mills, and the large volume 
of varied weaves manufactured, permit you 
to enjoy weaving economies which are not 
generally obtained. Mohawk floor cover- 
ings are well within popular price ranges. 

Call upon the Mohawk Advisory Service 
for cooperation in solving your floor cover- 
ing problems. There is no charge for this 
service. Wire Mohawk collect when you 
have a floor covering problem to work out. 

















* * * 


MOHAWK CARPET MILLS 


GENERAL SALES OFFICE: 


Regional Sales Offices: 


Atlanta Boston Chicago Dallas Denver Des Moines 


1935, Mohawk Carpet Mills, Inc. 





295 FIFTH AVENUE, NEW YORK 
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He is on the way to you now, with the /- : a 
most sensational news you have ever 


listened to about women’s shoes. Hear 


what he has to say—then see what he 


has to show you. 
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WHAT'S DOING IN THE SHOE TRADE 


SATURDAY, JUNE 1, 1935 


NATIONAL NEWS 





Senate Pure-Shoe Bill Up Next Week 


Hearing on June 6 Before Interstate Committee on Measure That 
Calls for Labeling With Component Parts 


WASHINGTON, D. C.—The boot and 
shoe industry has been given until 
June 6 to file briefs in favor of or 
against the Neely Bill, which would 
provide for labeling, marking and tag- 
ging all boots and shoes, to indicate 
their components. 

The bill was the subject of a hearing 
before a sub-committee of the Senate 
Committee on Interstate Commerce 
May 28, and divergent opinions were 
recorded dealing with the efficacy and 
worth of the proposal, as well as the 
difficulties which would attend it. 

A companion bill is pending before 
the House Committee on Interstate 
Commerce, and is known as the Bier- 
mann Bill. Its sponsor looks for early 
hearings and predicts action before ad- 
journment, although there is some doubt 
in official circles that the measure will 
be reached in both houses. If it does 
not, it will be shelved until the next 
session. 

The bills affect only boots and shoes 
sold in interstate commerce. It would 
require such articles to be marked to 
show the components of which, in whole 
or in part, are of leather, rubber, tex- 
tiles, paper, cardboard, or any other 
substitute for leather. 

Administration would be in the De- 
partment of Agriculture, which De- 
partment would designate the type of 
label end also make technical analy- 
ses of boot and shoe components. The 
right of hearing before imposition of 
penalties—which run as high as $5000 
for repeated offenses—would be given. 

Dealers who cause a descriptive label 
to be defaced, concealed or removed, 
would be subject to the penalty on the 
same basis as the manufacturer. How- 
ever, this saving clause is inserted for 
the protection of shoe retailers: 

“That no dealer shall be prosecuted 
under the provisions of this act when 
he can establish a guaranty, signed by 
the wholesaler, jobber, or manufacturer, 


or other person residing in the United 
States from whom he purchased the 
contested boots and shoes, to the effect 
that the same is not misbranded within 
the meaning of this Act, designating it. 
Said guaranty, to afford protection, 
shall contain the name and address of 
the person or persons making the sale 
of such articles to such dealer, and in 
such case said person or persons shall 
be amenable to the prosecutions and 
penalties which would attach in due 
course to the dealer under the provi- 
sions of this Act.” 


Emanuel Genenan Viie 
President of Shoe Club, Inc. 


NEw YorK—The social affair held by 
the Shoe Club, Inc., of New York, at 
the Hotel McAlpin, Saturday evening, 
May 25, was a huge success. The 
installation of the officers, recently 
elected, was one of the features. 
Emanuel Grossman of Grossman Shoes, 
Inc., Brooklyn, was elected vice-presi- 
dent in place of Michael Miller. 





DATES TO REMEMBER 


California Shoe Retailers Association 
Convention, Biltmore Hotel, Los An- 
June 10-11-12 


Illinois State Shoe Convention, Leland 
Hotel, Springfield, III June 16-17-18 
Ohio Retail Shoe Dealers Association 
Annual Convention, Carter Hotel, 
Cleveland, Ohio June 16-17-18 
Pacific Northwest Shoe Retailers Associa- 
tion Annual Convention, Multnomah 
Hotel, Portland, Oregon June 17-18-19 
Boston Shoe Fair, Hotels Statler and 
Copley-Plaza _. ....July 8, 9, 10 
National Shoe Fair, Chicago, 
Jan. 6, 7, 8, 9, 1936 
Michigan Retail Shoe Dealers Association 
Convention, Detroit.. .Jan. 12-13-14, 1936 





Selby Officials Reelected 


PORTSMOUTH, OHIO—At the annual 
meeting of the Selby Shoe Company, 
the following were reelected as officials 
and directors of the company: Presi- 
dent, Roger A. Selby; vice-president, 
Homer C. Selby; vice-president and 
general manager, N. B. Griffin; vice- 
president, W. B. Altsman; vice-presi- 
dent, Charles J. Hauck; secretary, L. 
M. Doty; assistant secretary, A. H. 
TePas; treasurer, H. M. Baker. 

Directors—William B. Altsman, 
Henry T. Bannon, William R. Daley, 
L. M. Doty, H. K. Ferguson, N. B. 
Griffin, R. C. Kramer, Homer C. Selby, 
Roger A. Selby. 


Record Sales for Winthrop 


St. Louis—The new Fall line of the 
Winthrop Shoe Company went out the 
week of May 13, following a sales con- 
ference at headquarters. J. O. Rand, 
general manager, reports’ splendid 
trade reaction thus far, as evidenced 
by the many new accounts opened up. 
Last week was the biggest in the his- 
tory of Winthrop. 


Joins R. H. Fyfe & Co. 


DETROIT, MicH.—Kenneth Nief has 
recently joined the staff of R. H. Fyfe 
& Company as assistant to F. E. 
Whitelam, display manager.: Nief was 
formerly with the Associated Studios, 
commercial art studio in Detroit. He 
is in charge of card work and assists 
with window displays at Fyfe’s. 


Works for Boston Style Show 


Boston, Mass.—Charles C. Hoyt 
appeared at the New England Shoe and 
Leather headquarters, and the day 
being warm he rolled up his shirt 
sleeves and went to work for the Bos- 
ton style show. This has been his 
Spring training since the show was 
started. He works for it with as much 
enthusiasm as youngsters play base- 
ball. It’s more than his hobby, and 
Mr. Hoyt has been active in the trade 
since Brockton manufacturers made 
more men’s boots than oxfords. 





BOOT AND SHOE RECORDER, June 1, 1935 











Many leading manufacturers are 





supplying their customers with smart 
new models of lightweight shoes 





made by this thoroughly practical 
method. 





Silhouwelts, for Spring and Summer 
wear, are made for men and women 
who insist upon quality, style 


and comfort. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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Green Shoe Mfg. Co. 
Salesmen Meet 
Boston—After several days devoted 
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to a serious discussion and analysis of 
the new Fall line of juvenile shoes, the 
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CHARLES SLOSBERG 


semi-annual salesmen’s conference of 
the Green Shoe Mfg. Co. terminated 
with a steak dinner and general good 
time at the Hotel Lenox. The details 
were in the capable hands of Charlie 
Slosberg, member of the firm and fac- 
tory man. 

J. A. Slosberg, head of the company, 
outlined the history of the organization 
and laid particular emphasis on the 
policies of fair play and humaneness 
which have been the underlying basis 
for the success of this well-known 
juvenile house. 

Sam Slosberg, head of the sales or- 
ganization, spoke optimistically of the 
opportunities in the coming months for 
an increased sale of high-grade juvenile 
footwear, due to improved economic 
conditions, and then threw the meeting 
open for general comments. 

The retail profit possibilities of Jun- 
ior Arch Preserver Shoes, when mer- 
chandised as an idea rather than just 
foot covering, was stressed by Dave 
Aronson, who covers the West and 
Southwest for the company. He men- 
tioned several instances and methods 
whereby retail stores are building ex- 
ceptionally fine juvenile shoe sales 
around the Junior Arch Preserver idea. 

Present were Max Schwartz, cover- 
ing greater New York, Brooklyn and 
Long Island; Bill Tharp, New York 
City; Tim Murphy, New York State 
and Pennsylvania; Martin Landay, 
New England; George Gill, Southern 
States; Frank Humphrey, quality su- 
perintendent; John ‘Connell, credit man- 
ager; John Nowell, in-stock depart- 
ment, and several guests. Tom Lalonde, 
well-known middle-western representa- 
tive, was unable to attend. 








The 
Boulevard 


@ AN OUTSTANDING 
YOUNG MEN’S MODEL 
FOR FALL 


e Another Decidedly Thompson creation that 
will be out in front this coming season. 


elt is featured in our sample line with 


AIRLINE, STREAMLINE, COLUMBIA and 
ESQUIRE — all up-to-the-minute lasts, styled 
in patterns and leathers which reflect the latest 
modes in young men’s footwear. 


e Write us today for catalog, samples, or request 
that our salesman call with the complete line. 
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Will Probated 


WASHINGTON, D. C.—S. Fred Hahn, 
prominent shoe merchant, who died 
January 27, left an estate valued at 
more than $100,000, according to a pe- 
tition for probate filed in the District 
Supreme Court. 

The estate consists of $83,000 in per- 
sonal property and real estate valued 
at $18,220. The will directed that 
$1,000 each be given to the Jewish 
Foster Home and the Eastern Star 
Home, $500 to the Good Hope Orphan 
Asylum and the remainder of the estate 
to relatives and employees of Hahn 
stores. 


Charter Issued 


JOHNSTOWN, Pa.—A charter has been 
issued in Harrisburg to the Peerless 
Shoe Store, Inc., of Johnstown. The 
incorporators are H. L. Greenberg of 
Altoona and Samuel and David Slutz- 
ker of Johnstown. The business is 
capitalized at $5,000 for charter pur- 


poses. 
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Blossom Week Parade in Michigan 
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St. JosepH, Micu.— Blossom Week 
festivities in Southern Michigan were 
concluded this year with a gigantic 
floral parade at St. Joseph and Benton 
Harbor. Over 150,000 people viewed 
this parade of gorgeous floats and snap- 
py bands, which took two hours to pass 
a given point. 

Cooper, Wells & Company of St. 
Joseph, Mich., makers of Iron Clad 


and Admiration Costume Hosiery, 
again copped first industrial prize 
with their original and beautiful float. 
The motif that “Nature First Creates 
Limbs—Then Blossoms,” was cleverly 
worked out, and aroused great applause 
all along the three-mile parade route. 
The Cooper, Wells float was designed 
and supervised by Stanley R. Niver, 
advertising manager of the company. 





Oldest Shoe Store Closes 


Detroit, MicH. — Detroit’s oldest 
shoe store, the Dendel Shoe Store at 
553 West Jefferson Avenue, has closed 
its doors. Louis Dendel, the owner, 
who was the subject of a personality 
sketch in Boot AND SHOE RECORDER 
about two years ago, has decided to 
retire from business at the age of 
seventy-seven. 

The store was founded in 1849 on 
land recently filled in, by Henry Dendel, 
father of Louis, and a three-story brick 
building was erected. The Dendel fami- 
ly lived over the store for many years. 
At that time, Jefferson Avenue was 
the city’s principal shopping district, 
although the population at the time 
was around thirty thousand, and a lit- 
tle later became a fashionable shopping 
district. It is now primarily a whole- 
sale district. 

The Dendel store in the old days 
made shoes as well as sold ready-made 
footwear, and six cobblers were em- 
ployed there at one time. The old shoe- 
making equipment was kept in the rear 
of the store until very recently. 

Louis Dendel started in the store as 
a boy about sixty-five years ago, and 
has worked there all his life. He has 
been sole owner since the death of his 
brother, Henry, Junior, in 1890. In 
the last half century the store has be- 
come a center for mariners and rail- 
road men, many of whom brought a 
good trade in workshoes to the store. 


The Dendel store is probably the old- 
est retail establishment in Detroit re- 





maining in one location, and also the 
oldest in a single family solely. It 
even outdates old stores like R. H. Fyfe 
and Company. ; 

Dendel has also issued a general 
challenge to shoe men, in the belief that 
his store has probably remained on one 
site longer than any other shoe store. 

Louis Dendel is moving to a farm 
near Howell, Michigan, where he will 
spend the rest of his life. Commenting 
on his plans, he said: “I don’t know 
just how I can stand it, getting away 
from the river front and my old cronies 
but with Mrs. Dendel, I am going to 
move out to our farm and ‘begin life 
anew’ at seventy-seven.” 





Florsheim Has New Store 
in Portland 


PORTLAND, ORE.—Portland Florsheim 
Shoe Shop, which for some 22 years 
served an ever growing clientele opened 
today in modern headquarters at 728 
S. W. Washington Street, in the heart 
of the Rose City. 

For some thirty years the Florsheim 
store has served Portlanders, accord- 
ing to Manager George D. Williams. 


In the modern store the lighting sys- 
tem is an innovation here. Holophane 
prism lights, set flush with the ceiling, 
are combined with indirect bronze fix- 
tures on the pillars of Walnut of the 
American type. A rust-colored carpet 
blends with other appointments, giv- 
ing the appearance of a richly fur- 
nished men’s lounge. 
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FAIRY LAST. 





PUMP BY ENDICOTT-JOHNSON; 
DISPLAYED ON FLEX.TO-FIT 


“HOW SMART THEY LOOK!” 


IS WHAT THEY SAY, WHEN SHOES ARE DISPLAYED ON 


—and there’s no question about it. 


look smart. 


Fairy Forms are the final touch that bring out 
the real style and smartness in the shoe. 


No wrinkles or unevenness are apparent and the 
shoe appears trim and neat to the customer's eye. 


Fairy Forms offer an easy way to an easy sale. 
There is a form for every type of shoe and they 
come in all the popular colors. 


SHOE FORM CO., Inc. 
AUBURN, N. Y. 


Manufacturing Branches 


United Last Co., Ltd., Montreal, Canada 


Northampton 
England 
Melbourne, Australia 


They do 


Frankfort 
Germany 
Mexico City, Mexico 


Paris 
France 














What's New 


New Heel and Arch Cushion 


LYNN, Mass.—A new kind of heel 
and arch cushion has appeared here. 
It is made of a composition that is 
called “rubber velvet.”’ A strip of this 
is fitted into the heel seat and arch of 
the shoe after it is made and then is 
covered with a sock lining of leather, 
so that the wearer sort of treads on 
velvet. 

The cushion is inserted in the factory 
if desired, or it can be inserted in the 
retail store as the clerk fits the shoe. 


New Spat Idea 


Boston, Mass.—A new spat which 
combines a Zipper fastener with the 
use of wide, elastic matched goring for 
adjustment is being introduced by the 
selling firm of Moore & Berg of this 
city. The combination, is said to be 
fully covered by patents and the claim 
is made that practically every size foot 
can be fitted with one of the three sizes 
in which the spat is made. The Zip- 
per fastener is so constructed that 
it can be unlocked at the bottom and 
the spat removed as easily as a fully 
unbuttoned vest. The Zipper fastener 
is placed just back of the ankle and 
the goring is between the fastener and 
the rear part of the heel. 


Heel-Gluvs 


New YorK—A new heel protector 
called “Heel-Gluv” has recently been 
introduced on the market and is receiv- 
ing a favorable reception. This protec- 
tor, manufactured by the Heel-Gluv 
Company, with offices in the Marbridge 
Building, 47 West Thirty-fourth Street, 
has been adopted by 190 of America’s 
leading shoe merchants. It is unlike 
any of the other heel protectors on the 
market. Besides being a protector for 
the heel, it prevents callouses and 
blisters by preventing the heel from 
slipping in the shoe. It is also venti- 
lated, having openings on the sides to 
let in the air, and said to be sweat- 
proof. 


The Snake Stitch 


LyNnN, Mass.—The snake stitch is 
new in shoe trims. It’s sinuous, just 
one curve after another, and never an 
angle. It’s usually run in three rows 
on the vamp, or quarter. All three 
rows are of green thread if a green 
snake is wished. But some prefer their 
snakes of other colors. 


Dolphin Leather 


Boston—According to an Associated 
Press dispatch, Belgrade tanners are 
making the intestines of dolphins into 
leather for shoes and other goods. Fish- 
efmen who formerly regarded dolphins 


as a nuisance are now catching them 
and selling them to tanners. 








Gifts, to Increase 


Children's Sales 


SEATTLE, WASH.—Gallenkamp’s, with 
two popular yellow front stores in this 
city, have launched a big campaign to 
capture children’s patronage. Gifts 
galore, bicycles, dolls, baseball goods, 
watches and flashlights, are being dis- 
played, to stimulate buying. Boys and 
girls are entering the merchandising 
contest for ballots, or being entered by 
their parents, as sales are mounting 
and shoes are merchandised in the 
desire to possess the wealth of happy 
hour playthings shown. 


New Shoe Store Opens 


HARTFORD, CONN.—Dr. Abraham M. 
Lerner, chiropodist and foot health 
specialist, has opened the Foot Health 
Shoe Shop at 276 Asylum street, car- 
rying the Health Spot line, manufac- 
tured by the Musebeck Shoe Co. Dr. 
Lerner was formerly connected with 
the Musebeck company’s research de- 
partment. He is a graduate of the 
Illinois College of Chiropody and Foot 
Surgery and until recently was en- 
gaged in the practice of chiropody at 
242 Trumbull street here. He will con- 
tinue his chiropody practice in con- 
nection with the sale of shoes. 
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EVANS’ SLIPPERS 
Hand turned — Cement 
Padded Sole 
For Men, Women, Children 
77 Styles in Stock 


Send for Catalog 
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L. B. EVANS’ SON CO. 
Wakefield, Mass. 
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MRS. DAY’S IDEAL BABY SHOES 
: infants’ Soft Soles.. 0-3 
intermediates ...... 1-5 
Flexible Hard Soles 2-6 
Send for In-Stock 
Catalog 










MRS. DAY'S IDEAL BABY 
SHOE CO 











Locust St. Danvers, Mass. 
White Elk. .$1.70 
Tan Elk.... 1.65 








Black Elk .. 
Patent 
Leather. . 


1.65 
1.65 





Five New Style Numbers 


CHICAGO, ILL.—Steven’s Shoe Box 
starts the white season off with five 
style numbers, three of which are san- 
dals, one of T-strap type with a slack 
heel and all white buck. One is a wide 
strap, slender spike heel, and all white 
buck; and one a medium heel, T-strap 
type with white fox and heel, linen 
vamp, decorated straps, and a top trim 
in blue or brown. The other two are 
an oxford of white crushed kid, a blue 
or brown linen tip with the lace stay 
and fox of the same material, and also 
the punch tie and Louis heel, and a 
wide buckle strap pump of white buck 
with blue or brown tip, fox, and heel. 


e 
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Consumers' Committee to Select Most Promising Styles at 
Los Angeles Meeting of California Shoe Retailers 


Los ANGELES, CAL.—‘‘Better Shoes 
Sold Better” will be the keynote of the 
California Shoe Retailers’ convention, 
to be held in Los Angeles June 10, 11 
and 12, at the Hotel Biltmore. All ad- 
dresses and discussions in open forum 
will be keyed to this theme, which in- 
cludes such diverse subjects as Better 
Merchandising, Better Fitting, Better 
Display and Better Profits. 

President Melville Kaufmann, of San 
Francisco, will open the convention 
Monday morning with a welcome, to be 
followed by a style conference under 
the direction of Murray Mayer, costume 
designer for Columbia Pictures Corp. 
Mr. Mayer will be followed by Paul 
Jesberg of Los Angeles who will sound 
the keynote in a speech that promises 
to be both entertaining and instructive. 
At the luncheon immediately following, 
President Braunshweiger of the Los 
Angeles Chamber of Commerce and the 
Bank of Italy will be guest speaker. 

Some of the subjects to be discus:ed 
at the meetings of Tuesday and Wednes- 
day will be “Merchandising Promo- 
tions,’ by Chester Herold; “Store Ser- 
vice to the Public,” by Russell Williams 





of San Diego; “The Modern Science of 
Building Sales Through Window Dis- 
play,” by Harvey Pettit of J. W. Rob- 
inson Co., Los Angeles; “Exchanges 
and Returns,” by Charles Kushin, and 
“The New NRA,” by W. M. Wheeler. 

Tuesday afternoon an event is sched- 
uled that is entirely different from any- 
thing ever before attempted at a con- 
vention. A contest to decide the out- 
standing styles in three divisions of 
footwear is to be held. This contest will 
be participated in by manufacturers 
and will be judged by an impartial 
Consumers’ Committee consisting of 
five representative people of southern 
California not connected with the shoe 
industry. One of them will be Tala 
Birell, the foreign motion picture star. 
One will be a famous designer, one a 
member of the Junior League, another 
a leading Coast stylist. 

Tuesday night will be the big get- 
together and banquet in the Biltmore 
Bowl. Entertainment will be the usual 
Bowl variety, music will be provided 
by a nationally famous band and there 
will be a Cinderella slipper contest, 

[TURN TO PAGE 58, PLEASE] 





Left to right: Murray Mayer, costume designer for Columbia Pictures Corp.; 

Miss Henrietta Morris, shoe fashion co-ordinator, and Henry V. Wetherby, gen- 

eral convention chairman. Mr. Mayer is holding a sketch he recently designed for 
Claudette Colbert's new picture which is now in production. 
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Lasts of correct design are essen- 
tial to the production of well-fitting 
footwear. 


The appearance of the toe of a shoe 
is often the point of greatest appeal. 


Preserve the true toe appearance 
of properly designed lasts by using 
Celastic. 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


*BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 











6 EO CE Ee 


Men's Shoes 


8 6 Ah 6 EE PEE 








8 8 hh 8 8 6 


Women's Shoes 


i i i i i he 


KU SH-IN-EZE 
HAND TURNED 
FOOTWEAR 
IN STOCK 


No. 156 Black 
Kid $2.35 


VAUGHAN-TOWLE CO. 
WAKEFIELD, MASS. 


After NRA Comes Business 
Responsibility 
[CONTINUED FROM PAGE 22] 


in the spirit of the NRA, the obliga- 
tions to the worker, to the consumer 
and to the spirit of good business. If 
we are to have a period of selfishness 
and stupidity, following the discontinu- 
ance of the NRA, we will pay for it 
individually and collectively. In a way 
it is a good thing that this action comes 
in the Summer months for business, if 
it is to continue as a living force, can 
adjust itself to competitive individual- 
ism before the coming Winter. 

Business can accept some of the 
golden rules in the NRA and make them 
voluntary rules of business conduct. Be- 
cause the policeman has departed we 
face the opportunity of getting gov- 
ernment out of business providing we 
put individual good government into 
business. Anarchy and discord have no 
place in this new freedom. As mer- 
chants, our relationship with our 
neighbors and with our workers is on 
trial. It is our belief that industry in 
business will not fail this great oppor- 
tunity. 

Laws cannot make “dumb business 
men smart” but they can level down 
smart business men to the size of the 
dumb. For centuries we have de- 
veloped business practice so that “he 
who renders the best in goods and ser- 
vices” gets the reward. We then tried 
to regulate vicious abuse of that prin- 
ciple in a depression, and learned some 
lessons and truths therefrom. Now 
with a return to “individuality” we will 
see if progress is possible without the 
stupid selfishness of both systems. 
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ALL FYFE EXECUTIVES READ 
THE RECORDER 


DETROIT—A systematic routing of the trade 
papers, such as BOOT AND SHOE RECORDER, 
through the store of R. H. Fyfe & Company, 
insures the reading of important trade news 
by every member of the staff concerned. This 
firm, with a hundred employees, has worked 
out a system of routing by which the papers 
are sent from one executive to another, seeing 
that every department interested receives the 
copies each week. 

A secretary in the office has charge of this, 
and each executive initials the copy as he 
passes it on, either sending to the next.on the 
list or returning it to the office by a store 
mail system. The secretary then sends it to 
the next department on the list. A typical 
routing is: general executives, - advertising, 
women's department, accounting men's. 





Ohio Association to Give 
Automobile Away 


CLEVELAND, OHIO — Some lucky 
visitor to the Ohio Retail Shoe Dealers 
Convention, June 16-18, will go away 
with a Ford V-8 automobile. This prize 
is one of the many inducements offered 
in the big mid-west meeting which will 
draw from five surrounding States, 

Several meetings of the committees 
in charge have been held and arrange- 
ments are nearly complete. A lavish 
entertainment program will be pro- 
vided and artists have already been 
contracted. Pages announcing models 
in the fashion show will be the most 
unique ever seen at a shoe meeting, 
according to report. 

Over 90 exhibitors had booked con- 
vention space up to April 25. Over 
150 are expected before June. 

Findings and accessory exhibitors 
will have a large exclusive space of 
their own in the Hotel Carter Ball- 
room. A total of 167 have been invited 
to show. Bids have also gone out to 
over 500 shoe manufacturers. 





Tweeds and Bucks 


HoLLywoop, CALIF.—Tweeds, both in 
step-in types and in ties, of blue and 
beige mixtures with very large shawl- 
like tongues either in blue or in beige 
are proving popular with the younger 
set patronizing Mandel’s Fascinating 
Slippers shop at 6540 Hollywood Boule- 
vard, according to M., W. Vannice, 
manager. 

In sport types white bucks with bril- 
liant colored trim are in demand. The 
trim comes in bright red, bright blue, 
bright green and in yellow. The bright- 
er colors in all-over effects are also 
proving popular. This shop as well as 
the down-town shop on Seventh Street 
has recently introduced a new collec- 
tion of fifty ultra-sophisticated Spring 
styles in colorful and unusual mate- 
rials. The intricacy of color appeals 
well to the younger people especially 
in sandals and sports. The shop also 
is gradually working into higher qual- 
ity style merchandise, all numberse 
above described ranging in price from 
seven to eight dollars. 





BOOT AND SHOE RECORDER, June 









1, 1935 


Celebrates Anniversary 


OmaAHA, NeEB.—White shoe business 
is increasing, according to G. A. Peck, 
manager of the Brandson Shop, Bran- 
deis Stores. “We are selling few com- 
binations with white, and people are 
asking for all white almost exclu- 
sively.” 

This store will celebrate its first an- 
niversary in June and Mr. Peck looks 
for June to be the best month the store 
has ever had. The season this year is 
later than last year, he points out. 
Last year May was the big white 
month but this year business during 
May has been 25 per cent off. 

“However,” says Mr. Peck, “we must 
remember that last year at this time 
we were having 90 degree and 100 
degree temperatures. This year the 
weather is cool and rainy. June will be 
the big month this year and I believe 
the season as a whole will be better 
than last year.” 

A street car strike has tied up much 
of the city’s transportation for the 
past three weeks. “But,” says Mr. 
Peck, “with the announcement that it 
will not be settled all Summer, peo- 
ple are going to have to come down 
town. They will find a way and white 
shoes will be among the things they 
will buy. I look for a record month 
in June.” 


Prices Move Up 

LYNN, Mass.—Prices appear to be 
moving up. So some new consideration 
of the long range price movements. 

Much recent business has been on $2 
retailers. These cost about $1.35 a 
pair at the factories. 

The U.S. government index shows 
that patent leather pumps, McKay sew- 
ed, wholesaled at $1.38 a pair in 1905, 
and at $4.87 in 1920, the peak of war 
time inflation. Next year they were 
down to $4.01, and the year after to 
$3.60. 


New Styles Popular 


Los ANGELES, CAL.—A white buck, 
both in pump and oxford pattern with 
alligator trim and scalloped stitching, 
is proving a popular number at the 
May Company store. Blue and brown, 
naturally, are the leading trims in this 
number, and boulevard heels are the 
rule. This is a bench made number 
selling at $15. 

Another attractive number is a 
ghillie in white buck with large perfo- 
rations, heel in natural leather, and 
trim in brown calf, or white calf. The 
price is $14.75. 

A third number recently added, 
priced at $14, that is going over well is 
a blue linen with pigskin trim in white 
and with conspicuous white bows. A 
straight tip in this number meets with 
the most favor. Pumps and oxfords 
are both shown. A clover leaf pattern 
in brown linen, quite similar to above, 
is also popular. 
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IN STOCK 


1131 Genuine Silver Kid......... $3.35 
D &. 3" eae 2.35 
4539 White Linen 


24 Last, Full Round Toe, 11/8 
Military Heel. 


AA to C Widths 


Our White Linens and Failles 
have been especially treated 
so that they can be tinted to 
match any ensemble. 





Terms 2% 10 days, Net 30, F. O. B. Factory 
(25¢ Service Charge On Orders Less Than 3 Pairs) 


( June HIGH STYLES DEMAND Low HEEL WHITES 
WHITE KID — WHITE LINEN — WHITE FAILLE 


IN STOCK 


CAMPUS 


24 Last, Full ‘Toe, 11/8 Military Heel. 
AA to C Widths 


fo Bo BR ere + 10 

R 4581 White Linen 1.85 

47 Last, Medium Toe, 15/8 Cuban Heel. 
AA to C Widths 


136 Genuine Silver Kid ........ * 35 
ite Kid 10 


RI 
R 1480 Wh 
R 4142 White ME bc accawesévaces 300 
R 4580 White Linen 
42 Last, Medium Toe, 19%/8 Heel. 
AAA to C Widths 


Send for New, Complete Summer Bulletin 


> 


IN STOCK 


101 Genuine Silver Kid.., ...... $3.35 
491 White Kid 
129 White Faille 
97 Patent Leather . 
43 White Linen 
24 Last, Full Round Toe, 
10/8 Block Heel. 


AA to C Widths 


We Stock A Complete Line of 
Silver, Gold and Fabric Eve- 
ning Sandals. 





Our Complete Summer and Fall Line Will Be on Display During 
The Chicago Show, June 9th, 10th, 11th, 12th at Hotel Sherman, 


Rooms 1019 & 1020 


HANNAHSON'S, Haverhill, Massachusetts 








Posen Merchandising 
Health Slippers 


Jersey City, N. J. — Leon Posen, 
sales manager of the Orthopedic Di- 
vision of Neo Ped, Inc., Jersey City, 
left last week on a six weeks visit 


LEON POSEN 


to the shoe retailers and department 
stores in all the principal cities of the 
East and Middle West. 


From Washington, D. C., Mr. Posen 
reports great success with Orthease, 
Neo Ped’s orthopedic slipper. With 
the nation-wide interest displayed by 
merchants for everything concerning 
foot health and the public being edu- 
cated constantly along these lines, 
there is now a great demand for a 
slipper that offers. the maximum 
amount of support and comfort for 
general housewear. 

Orthease is the result of many years 
of experimentation and physical tests. 


Shoe Merchants Council 
to Hold Golf Tournament 


New YorkK—The annual golf tour- 
nament of the Shoe Merchants Coun- 
cil will be held Tuesday, June 4, at 
the Fairview Country Club at Elms- 
ford, N. Y. Percy Hart, honorary 
president and chairman of the tourna- 
ment, has secured this course for the 
play. 

Directions for reaching this club 
are as follows: Take the Saw Mill 
River Parkway to the end of the Park- 
way at Elmsford. Turn right over 
the railroad and then turn left on Saw 
Mill River Road. One mile north on 
this road, on the left, is the Fairview 
Country Club, plainly marked. 

Prizes will be awarded to the win- 
ners of the tournament. Players en- 
tering the tournament are requested to 


give their handicaps to the secretary 
upon arrival at the course. 

The cars leaving for the tourna- 
ment will assemble at 10 a. m., Tues- 
day, June 4, on Sixty-First Street be- 
tween Fifth and Madison Avenues. 
Players without cars will find a suf- 
ficient number of cars assembled to 
take them out to the course and bring 
them back again. 


Geller's Fall Line Being Shown 


New York — Victor Phillips, sales 
representative for Andrew Geller, is 
now on the road for six weeks cover- 
ing all the Geller accounts with new 
creations for Fall. 

The new Andrew Geller line, said 
to be the most beautiful ever shown, 
is complete with new models in the 
street, sport and evening mode. Mr. 
Phillips sends in word that unusual 
interest is being shown in the highest 
quality footwear and he looks forward 
to Fall 1935 as the best season the 
firm has experienced. 


New Manager for Shoe 
Department 


YorK, Pa.—Warren L. Sieker has 
taken over the management of the 
shoe department of McFalls, local men’s 
clothier. The store is the local agent 
for Nunn-Bush shoes. 











i i ad 


Riding Boots 


i ll el el i a ell 


JUSTIN BOOTS 


A COMPLETE LINE OF 
STOCK AND Custom MADE. 


Riding, Cowboy and Lace Boots 
Write 


¥ for Catalog X 
J. USTIN & SONS, Inc. 


. J 
PORT WORTH, 











Unique Convention Features 
[CONTINUED FROM PAGE 54] 


featuring a slipper of solid gold, size 
2 B. 

Another spectacle of the annual ball 
will be a style show directed by Enid 
Parrish. Miss Parrish is probably the 
outstanding fashion impresario of the 
Coast and, with her access to the various 
studios, will be able to present a true 
picture of the Fall fashion trend. 

With this ambitious program under 
way, the convention officials feel that 
they have something unique and un- 
usual to offer all shoe men. They also 
point out that the World’s Fair in San 
Diego, opening the last week in May, is 
right at hand and many will wish to 
travel on and visit this great exposi- 
tion, which is expected to prove a record 
breaker. 

Following is the list of convention 
committees : 

H. V. Wetherby, general chairman. 

General Program Committee: Clar- 
ence Fontius, H. V. Wetherby. 

Registration: T. R. Vandegrift, 
Vandegrift Shoe Co.; M. Kalsman, 
Silverwoods; E. W. Riggert, National 
Retail Mutual Ins. Co. 

Reservations, Retail: R. G. Brown- 
hill, Young’s Shoe Co.; Ashton Castle, 
Biltmore Hotel. 

Reservations, Manufacturers: Bill 
Joyce, Pasadena Slipper Co.; Ashton 
Castle, Biltmore Hotel. 

Gold Slipper Contest: Judge, Mel 
Kaufmann, Sommer & Kaufmann, San 
Francisco. Committee: Edward Cox, I. 
Miller; Ted Huggins, Huggins Shoe Co. 

Manufacturers’ Style Committee: F. 
H. Bush, Wm. J. Ahern. 

Publicity Committee: Walden Ken- 
nedy, Wetherby-Kayser Shoe Co. 





Benjamin Simons Travels 


Boston, Mass.—Benjamin Simons, 
sales manager of the Korn Leather 
Co., sailed last week for Europe, going 
to Sweden and then down to Czecho- 
slovakia. 











BOOT 





John L. Cudmore Heads 
Honesdale Co. 


HONESDALE, Pa.—John L. Cudmore, 


who for the past 10 years has been 
leading salesman for the A. H. Wein- 
brenner Shoe Company of Milwaukee, 





JOHN L. CUDMORE 


is now president of the Honesdale 
Union Stamp Shoe Company, makers 
of work shoes. For the past five years 
Mr. Cudmore has handled the whole- 
sale business for the A. H. Weinbren- 
ner Shoe Company throughout the 





R. G. WEEKS 


United States and also trained sales- 
men for their retail trade. Prior to 
his connection with the Weinbrenner 
Company, Mr. Cudmore was for several 
years a salesman with the Chippewa 
Shoe Manufacturing Company, Chip- 
pewa Falls, Wis. 

E. F. Werner, vice-president of the 
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company, was formerly with the Chip- 
pewa Shoe Mfg. Co., and R. G. Weeks, 
secretary and treasurer of the com- 
pany, was formerly with the A. H. 
Weinbrenner Shoe Company as cost 
and production man, later being trans- 
ferred to their Nashville, Tennessee, 
branch as credit manager. 

W. E. Burgess, factory superin- 
tendent for the Honesdale Union Stamp 
Shoe Company, was factory superin- 
tendent for the Endicott-Johnson Cor- 
poration for 27 years. Mr. Burgess 
is also a director of the Honesdale 
company and owns an interest in it. 


Chicago Selected for Unified 
National Shoe Fair 


[CONTINUED FROM PAGE 40] 





sentation and in extent of business all 
other conventions and exhibitions. For 
the first time we are combining the 
forces of the National Shoe Retailers 
Association with those of the National 
Boot and Shoe Manufacturers Asso- 
ciation to effect a shoe market of un- 
precedented opportunity. It will start 
immediately in preparation for an 
efficient, economic and all-industry ex- 
position. The two associations are to 
be congratulated for sponsoring this 
great National Shoe Fair. The move 
will coordinate the work of shoe dis- 
play and convention and will do much 
to eliminate wasteful duplication of 
shoe show expenses. It will bring 
under one management the displays of 
an entire industry and will present the 
greatest national meeting of shoe ex- 
perience to the shoe men of America.” 

The industry will start the new year, 
1936, with the 31st Annual Convention 
of the National Boot and Shoe Manu- 
facturers Association and the 25th 
Annual Convention of the National 
Shoe Retailers Association. It brings 
these two national associations into 
cooperative harmony for progress in 
1936. The National Shoe Fair is not 
only a great meeting of manufacturers 
with retailers but also a significant 
economic step destined to create a 
closer bond of business friendship and 
efficiency between the producers and 
distributors of the products of the shoe 
and leather industry. 

The convention hotels will be an- 
nounced at a later date, as soon as 
arrangements have been completed. 


Arch-Aid Shop Moves 


Detroit—The Arch-Aid Boot Shop, 
operated by J. E. Temple, has moved 
from 1253 Griswold Street to 1111 
Griswold Street, locating in the third 
floor of the Kinsel Building. It is now 
operated in conjunction with the 
studio of Drs. Weiss, operating a Foot 
Health Parlor said to be the largest 
of its kind in the United States. 

In this connection, the Drs. Weiss 
operate 10 operating rooms’ with 
chiropodists in attendance, and have a 
separate X-ray room as well. The floor 
has been refitted for the accommoda- 
tion of Temple’s department. 
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to more 
places... 


of historic interest 
—nearer the retail 
shopping district, 
theatres, etc.—and 
combining every- 
thing in appoint- 
ments, conve- 
niences and luxu- 
ries that a modern 
structure could 
offer — with a ser- 
vice that exempli- 
fies Philadelphia's 
famed hospitality. 


Dhe i 
N FRANKLIN 


PHILADELPHIA 
LARGEST UNIT IN UNITED HOTELS CHAIN 



































The 

modern 

furniture for 

the modern shoe 

shop is Howell Chrom- 

steel—smart, practical and 

very moderately priced. Write 

for the catalog. a 


HOWELL 


GENEVA, ILLINOIS 
NEW YORK 
LOS ANGELES 


CHICAGO 
SAN FRANCISCO 





Juvenile Style Report 


[CONTINUED FROM PAGE 47] 


BOYS' STYLES 


Junior Boys—Sizes up to 2 
Boys—Sizes 21 to 9 


FORWARD 


We have always tried to emphasize the need for a 
more colorful arrangement of merchandise in the boys’ 
department. Curiously enough, the insistence for such 
footwear is coming from without, rather than from 
within. We find more and more the Junior is aping 
his elders . . . and, due to this, is demanding a com- 
plete variety of footwear for his wardrobe. 

Therefore, in the following, we shall endeavor to 
show what is really needed to supply a complete shoe 
wardrobe for the boy. The patterns, of course, are 
more limited than in the misses’ and child’s lines, but 
they are just as important; and we must supply shoes 
for each occasion and purpose. 


For School and Sports Wear 
Patterns: 
a. The blucher, bal and moccasin effects. 
b. The wing tip brogue. 
c. Heavier weights in the more rugged type of 
boarded leathers. 


d. Plain toe bluchers and saddle effects both in 
leather and rubber soles. 


Leathers: 

a. Elk finish and boarded leathers of the more 
rugged type. 

b. Grain surfaced leathers in the new brown and 
Bourbon shades. 

c. Calf leathers. 
For Dress: 

a. Black and brown bluchers or bals in the light 
weights. 

b. Patent leather and black calf plain toe oxfords. 

c. Patent leather dress pumps. 
Lasts: 

Custom toe lasts are becoming more and more 
popular. 


AUXILIARY LINES 


Interest in the correct shoe for orthopedic fitting has 
been strongly stressed in this report, and need not 
necessarily be confined to shoes for regular wear. The 
same thought can be carried logically into various 
specialties. Even such items as house slippers can be 
and should be orthopedically designed. Rubbers that 
conform to orthopedic shoes are available and various 
shoe accessories can be merchandised in accord with 
what we feel to be the most important factor in Fall 
selling, which is, keeping the growing foot healthy 
and normal. 








the rollicking new fashion of ‘going 
native’ in shoes. They lower their heels 
to a newly smart low, add a dash of 
bright color to staple blues, browns 
and blacks . .. and off they go to a 
huge success. Wear ‘Nonchalants’ with 
your tweeds and sports togs . . . and 
pair them up with your resort clothes 

. they are the smartest mates for 
casual costumes the season has to of- 
fer! And though Hanan ‘Nonchalants’ 
have that careless air the mode de- 
mands, they are made with the same 
great care for quality in material and 
craftsmanship that characterizes every 
other type of Hanan shoe.” 

Featuring gabardine as a popular 
shoe material, Carson, Pirie, Scott & 
Co. of Chicago say in a smart ad: 
“Gabardine makes the foot look small 
and dainty. Pretty feet are the fash- 
ion again, and Spring footnotes stress 
gabardine. It feels like nothing on 
the feet, and its dull surface tends to 
make your feet look small as a re- 
gency belle’s. No wonder gabardine is 
so popular. Note the new light ac- 
cents—stitchings or piping. In this 
group, blue, black or brown.” 

Of special interest because they fore- 
cast, in a measure, the summer trend 
of shoe advertising elsewhere, are the 
current ads from the South and South- 
ern California. Announcing the ad- 
dition of a new price range at $6.85, 
Walk-Over, Los Angeles, says: “This 
is the most important advertisement 
we have ever published. It marks a 
new era in women’s shoes. Styles by 
Walk-Over, of Walk-Over workman- 
ship, Walk-Over fit and Walk-Over 
auality for $6.85. Here is the news 
that’s a boon to your budget. And it 
means the return to fit and comfort 
for so many feet denied these essen- 
tials during the past years. A fas- 
cinating array of smart fashions for 
dress, walking and sports. A pageant 
of color and vivacious design. Now, 
while our collection is sparkling new, 
with size ranges complete, come in and 
make your selections!” 

Feature shoes, as well as the high- 
style types, are being presented with 
the smart appeal of attractive, up-to- 
date advertising, which tends to broaden 
the field of their sales possibilities by 
including people who seek comfort only 
when it comes combined with style. For 
example, C. H. Baker says: “Matrix 
Shoes lead a double life! Inward com- 
fort plus outward beauty give them a 
dual personality. But there’s nothing 
really mysterious about them when you 
learn the famous principle of these 
shoes—the molded sole, fitting perfect- 
ly the curve of your foot. Add to this 
the smartest styles of the season—and 
you have Matrix double charm.” 

And Gude proclaims: “Slenderized 


... that’s the story of the new high 
fashion Selby Arch Preserver Shoes. 
So many women have asked for a really 
smart comfort shoe .. . and here it is! 








Shoe Ads for Summer 


[CONTINUED FROM PAGE 34] 


Because it has the new slenderized 
form of the exclusive Selby Arch 
Bridge, it can offer the grace and chic 
of the most beautiful style shoes. Yet 
it continues to give the same restful 
support and protection for weight-bear- 
ing arches that you find in regulation 
ARCH PRESERVERS. Ask to see the 
new slenderized models . . . you'll be 
delighted with their ultra-smart ap- 
pearance.” 

In a series of advertisements on 
“Aristocrats of Summer Footwear,” 
Innes Shoe Company says of white kid- 
skin: “Smooth, sleek, lily-white kidskin 
is ever the choice of the well-groomed 
woman for truly lovely Summer foot- 
wear.” 


Otto Jennings Beats Quota 


NEw YorK—When A. C. Fleener, 
general manager of Blue Ribbon Shoe- 
makers, started out two years ago to 
introduce “Naturalizers” to the trade, 





OTTO W. JENNINGS 


he selected Otto W. Jennings as one 
of his organization to assist in styling 
and merchandising the line for the 
Eastern section, comprising Pennsyl- 
vania, New Jersey and New York state. 

In the comparatively brief period 
that has elapsed since then, Mr. Jen- 
nings has established the line in many 
of the foremost retail outlets in those 
states, accounting for his full share 
of the production of the factory, which 
has run to capacity all season. Mr. 
Jennings exceeded his quota, which in- 
cluded an increase amounting to ap- 
proximately 40 per cent. 
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Rice-O'Neill Hits All-Time High 

St. Louris—J. G. Jones, vice-president 
and general manager of the Rice- 
O'Neill Shoe Company, states that the 
Spring season just closed was the best 
in the ten-year history of their busi- 
ness. During a recent sales conference 
Frank Rice, president, announced that 
seven out of nine members of the sales 
force had made their quotas this past 
season. Every man making his quota 
received a bonus check. 


The Road to Success 


[CONTINUED FROM PAGE 28] 


The question is a personal one, and 
one which can only be answered by the 
individual concerned. 

If, after you have asked yourself 
that question and decide to gamble with 
Chance, you must not look to your 
friends and associates for advice and 
help. There is no advice that they can 
give you on how to woo Lady Luck. 
The reason is obvious. If their advice 
is sound and sure to succeed, they 
wouldn’t be handing it out. They 
would play their hunch themselves. 

Gamblers rarely place bets. They 
cover bets. It’s the suckers that place 
’em, and, invariably, leave ’em. 

In _ business—legitimate business— 
there is no room for the gambling man. 
There is, however, lots of room for the 
opportunist: The man who not only 
seeks opportunity but makes it. Oc- 
casionally you find an opportunity, but 
more often the really ambitious man— 
the truly successful man—does not look 
for opportunity. He makes his own. 

Making an opportunity requires no 
cleverness. All you need is honesty of 
purpose and your will to do. 


Honesty of purpose is easily ex- 
plained. Just reverse the words, pur- 
pose to be honest, with yourself and 
with your employer. 

Your will to do you reverse in the 
same manner. Due to your will. You 
must have the will to do if you are to 
succeed. If you are to succeed it must 
be due to your will. No will, no do. 

Now, what are the things you must 
“Will to do?” 

First, you must like your job. You 
must like to do a thing if you expect 
to do it well. 

Second, you must study your wares. 
You cannot talk intelligently about 
your goods unless you know the pur- 
pose for which it was created. 

Third, you must know how your 
wares are constructed, their various 
parts, and how they are assembled. 

Fourth, you must learn to demon- 
strate. “Show more, talk less.” Seeing 
may be believing, but feeling is con- 
vincing. 

Fifth, never criticize unless you are 
prepared to offer a constructive sug- 
gestion. 


Read—Heed—Remember 
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RING THE TILL..... 


and ring it often with the extra sales that can be yours by having 
a section specializing in ‘‘The Shoe for the Job.”” Now that business 
is definitely on the upswing, thousands of men in the industrial field 
are going back to work, and a large percentage of these men 
require work shoes made on the narrower lasts. Our in-stock 
department is equipped to give you immediate delivery on these 
fast moving numbers that assure you of quick turnover and added 


profits. 


No. 905—Choc. Elk Welt. 
Blucher. Drill lined 
vamp and quarter, Half 
grain gusset, Grain lea- 
ther insole, Inside lea. 
top band, Two full lea- 
ther soles, aes ped. 


In-stock A- E, 


In-stock A to E, 6 to 12 


Want Quicker Sales? 


Then ask your manufacturers— 


if they use 


THE B. B. 
SYSTEM 


of Finishing Upper Leathers in Shoe Factories 


Boston Blacking & Chemical Co. 
Cambridge, Mass. 


No. 900—Choc. Elk Welt. 
Seamless pattern. Drill 
lined vamp, Half grain 
gusset, rain leather 
insole, Inside lea. top 
band, Two full leather 
soles, Rubber heel. In- 
stock A-E, 6-12 


Write for catalog 
showing complete 
line of Boots and 
Shoes. 








eR 


= = = = Convenient 


— to Shoe District — to Theatres 


—to Transit Facilities—to Garages 
ODERNIZED ROOMS 


$ $ 
SINGLE DOUBLE 
with Bath from 3 with Bath ‘rom 5 











CHOICE SAMPLE ROOMS 
COULON-LA FRANCHE MANAGEMENT 
GEORGE A. TURAIN, General Manager 


a % wor TOURMALINE 


Cor. Tremont and Boylston Sts., Boston, Mass. 








| 
CHICAGO'S 
Newest Hotel 


‘h oe 

| ne RADIO LOUD SPEAKER 

IY CIRCULATING ICE WATER 

J 1uB BATH OR SHOWER 
In Every Room 


GARAGE... with Direct 


| Entrance to Hotel 
i? RATES— 
’ 2.00 Single 
a a ; From { $ 
~ 3.00 Double 
Fed ae ATT ' $ ou 


HARRISON 


HOTEL 


HARRISON STREET 
(Just Off Michigan Blvd.) 


OLIVER HOTEL - South Bend, Ind. 


Under Same Management 


ANDREW C. WEISBURG, President 
“7 ILLUSTRATED BOOKLET SENT UPON REQUEST 


x 
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course, they like the Z 
moderate rates.. 


SH ERMAN - 


| 1700 ROOMS ~~ 1700 BATHS : 


CHICAGO 


HOME OF THE 
INTERNATIONALLY FAMOUS 


COLLEGE INN 


1241 SHOE MEN 
CAME LAST YEAR 


There’s no secret about Hotel 
Sherman’s popularity with shoe men 
—they like the contacts they make 
there—they like the fine food—the 
comfortable rooms—the convenient 
location right in the Loop close to 
everything worthwhile—they like the 
fact that you can drive your car right 
into Hotel Sherman, and, of 
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play cards. 





ob 535 





Spring Price Tickets and 
Window Backgrounds... 
Now Available 


Write for circular illustrating backgrounds, 
samples of tickets, and sales messages on dis- 























Lavender and 
Green design on 


tickets. 
1 dozen 25¢ 








peach background. 


Available in all the popular denominations and blank 


(Check with order, please, unless C.O.D. preferred) 
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Merchants Service Department 


209 South State Street, Chicago, Illinois 


Rose Flower, Blue 
Mound and Bar, 
White Board. 


Pale Green 
Board; Dark Green 
and Yellow Design 


6 dozen $1.10 12 dozen $2.00 

















MEN’S| WOMEN’S 
SHOES] SHOES 
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AAAA to 
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PALTER « 
FITZGERALD- 













L Near Nevins St. I. R. T., De Kalb B. M. T. 





BrooKLYN, N. Y.—Palter and Fitz- 
gerald, Inc., 297 Livingston Street, 
handle a unique range of shoes, the 
sizes running from 4 up to 21 in men’s 
shoes and from 3 to 13 in women’s 
shoes. The widths they carry range 
from AAAA to EEEEEE. 

This firm deals in orthopedic shoes 
and has been doing so for the past 30 
years. They cater to all sorts of foot 
disorders, making all their corrective 
shoes in their store, which has a fully 
outfitted shop in the rear of the store. 
They have been in their present loca- 
tion for a year and a half, having 
moved from their old store two doors 


below their present location. Smaill- 
space newspaper advertising emphasiz- 
ing the extensive range of sizes and 
widths has been used with success to 
attract new customers. These ads ap- 
pear in Manhattan newspapers, as well 
as those published in Brooklyn. 





To Close Nights During 
Convention 


CLEVELAND, OH10— Neighborhood 
shoe dealers in Cleveland have general- 
ly agreed to close on the nights of June 
17 and 18 during the Ohio Shoe Re- 
tailers convention and Midwest Style 
Show. The closing move followed a 
request of the Cleveland Shoe Retailers 
Association, whose members are work- 
ing hard to make the convention a 
success. Large lithographed signs will 
be furnished to stores welcoming dele- 
gates and notifying the public of the 
special closing time. 

A special meeting of the Cleveland 
association was held in Hotel Carter 
on May 13 at which Clarence Faflik, 
president of the Ohio Shoe Retailers 
Association, announced the progress to 
date. Approximately 125 exhibitors 
had signed for space up to that time. 
Regional committees are working 
throughout the state of Ohio and in 
adjoining territories to assure one of 
the biggest crowds ever to attend a 
shoe convention. , 


New Improvements 


BALTIMORE, Mp.—Extensive improve- 
ments have been effected to the men’s 
sport shoe shop, of N. Hess’ Sons, mak- 
ing it the outstanding establishment of 
its kind in the city. Its decorative 
scheme is unique. The walls are all 
decorated with each panel or section 
depicting some active sport in which 
men are vitally interested, including 
polo, swimming, tennis, golf, etc. In- 
stead of individual chairs, there are 
long longitudinal well upholstered and 
well cushioned seats, which give the 
shop the appearance of a sports or club 
room. 

Chromium ash trays and stands are 
placed at each end, where men may 
flick the ashes of their cigars, cigar- 
ettes, etc. These stands are movable 
and can be placed at the convenience 
and for the comfort of the patron. Ali 
in all the arrangements and appoint- 
ments of this Hess’ men’s sport shop 
make it distinctive and provides an at- 
mosphere that makes the customers 
feel perfectly at home. 





Returning to Amesbury 


AMESBURY, MAss.—The Louis Shoe 
Co. is returning to Amesbury, after 
making shoes in the mills at New- 
market, N. H. The company has taken 
a factory in Amesbury and will pro 
duce 3,000 pairs of women’s shoes 
daily. 
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» White Shoos 


QUARTER-LINING 


DUPONT FAIRFIELD 
SOCK-LINING 


DUPONT WHITE 
MIDSOLE MATERIAL 
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THE TICKET 


Harmonizing summer colors 


offer a perfectly blended trim. 


Modernistic rose design, with 


contrasting shade of turquoise 
blue, on white mottled board. 


The display card is 8” x 14”. 




















CARD HOLDERS 
Oval base—burnished qold— 


three-color trim. These modern- 
istic holders take any size card, 
and harmonize with the finest 
window display fixtures. 


Supplied with annual services. 
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1935 


is a Possible Prospect 


SELL THEM 


14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 


women’s hosiery, store service, fitting, quality, styles. 
Single cards, 60c each—without text, 35c each 


In popular denominations and blank. Samples of in-stock 


tickets available. 


WITHOUT STORE NAME: 6 dozen, $1.10—I2 dozen, $2.00 
WITH STORE NAME: 100 tickets, $3.00—200, $5.00 


MERCHANDISING AIDS 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


ATTRACTIVE HAND LETTERED PRICE TICKETS 








Polly Clips 
Pouy Cu P for Price Tickets—Adiustable— 


for Price Tickets Tilt at any angle. 





| ee ee $2.25 


oO eee oo $4.00 1 
Polly Shoe Holder s 





mains in upright position. 


To display arch, branded, and ECOROEP 
fibre-sole shoes. Always re- 




















Vy dozen ............. $1.65 

USAR, oe oko. eee $3.00 
"er 
Recorder Stock Record a 

Tickets 
for shoe cartons. Clips in- Prict............ 
Pou SHOE cluded: 

OLDER. | Raa erems | seaacese 

Pat. Pending Lr e poe $2.25 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
green border. Choice of forty selling phrases, 
or blanks. 


1935 


or blank) 


12 dozen (printed 


SPECIAL: 


Combination of one gross Polly 
Clips and one gross Arrows, only 
$ 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 


average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN, supplies merchandising and display suggestions 


each month. 
SPECIAL CARDS, with wording as wanted. 
EXCHANGE OF CARDS: Annual card service subscribers may exchange any 


cards received for others of ihe current month, whose text better covers 
their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. 


IMPRINTED PRICE TICKETS, with prices as wanted, to assure well blended 
trim, are 35c per fifty, additional. : 





BLANK 


SERVICE TICKETS 


MONTHLY HOLDERS 





No. | $5.00 , 6 100 





4.00 4 100 





3.00 50 





50 
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. per year, payable 


subscribers 


foreign 


STORE NAME 


we agree to pay $1.00 


additional 


STREET 


or 


f 


month 


i —eEy————SS=S=——a—a—a—aeaea—SSsassosS STATE 


For this service we will pay 
cash in advance, fu!l year’s 
service, 5% discount. Checks 
must be drawn on U. S. 
banks, or include exchange. 
If for any unforeseen reason 
we wish to discontinue ser- 
vice before expiration of or- 
each month’s service deliv- 
ered, and agree to return the 
card holders 




















from 
der, 
per 








MERCHANTS SERVICE DEPARTMENT 
BOOT & SHOE 
KB OcovALY 


209 S:STATE ST: CHICAGO-ILL: 


2.25 
g FOR ITSELF «- IN 
INCREASED BUSINESS 


/Miatl Coupor ord! 























Aw ; 
AS 


Me 
a; 


SS 
“O” 


White board; de- 
Lavender and __ signin two shades 
green desiqn. of qreen. 

Size: 1!” x 234”—Prices on first page. 


Tein 

















D 
White board, 
green and gold— 
yellow design. 


Pale blue board, 
dark blue trees, 
and golden moon. 


Rose-pink board. 


Check with order, please, unless C.0.D. preferred 


Please enter our order for the 


Recorder “‘Selling Messages,” 


beginning with JUNE, con- 


on 
Service 


monthly = for 
for 


tinuing 


Card 


year, 


consisting of 


card holders (with 


month’s_ service), 


the first 


; - Cards, and ...<<s- 
blank tickets each month, 


ED 


IMPRINT 
at 35¢ per fifty, 


TICKETS, 


additional. 





When writing advertisers please mention Boot 


and Shoe Recorder 
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CLA/WIFIED ann WAN 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 








SALESMEN WANTED . 








SALESMEN WANTED 


POSITION WANTED 











Our Fall line of JPS big boys’, boys’, gents’, growing girls’, and misses’ welts 
and McKays, in stock proposition, is now ready. We have some territories open 
and are ready to consider salesmen’'s applications. When applying, state age, 
if travel by car, territory covered, experience, sales and references. Good propo- 
sition for right men. All applications treated strictly confidential. 


JOHN PILLING SHOE COMPANY 
LOWELL, MASSACHUSETTS 








OAST, Middle West auc Southern territories 
open to sell well-known line of shoe dressings 
to retail shoe trade. Commission basis. Draw- 
ing account to men with established following. 
State experience and full information. All 
replies confidential. Address E-275, care Boot 
&. Shoe Recorder, 140 Federal Street, Boston, 
ass. 





WANTED SIDE-LINE SALESMEN, now 
calling on the shoe retail trade, to sell a 
Fall line of merchandise on straight commission 
basis. Applicants must furnish references as 
well as the name of the firm now representing. 
Address E-274, care Boot & ‘es nes. 239 
West 39th Street, New York, 





S ALESMAN WANTED for. New York 
State—Men’s and Boys’ slippers. Only those 
who have office space in New York City need 
apply. Address E-271, care Boot & Shoe Re 
corder, 140 Federal Street, Boston, Mass. 





WANTED: Experienced salesmen to sell, as 
side line on commission, line of women’s 
Welt comfort arch shoes comprising 20 patterns 
carried in stock. Territories open: New Eng- 
land, Pennsylvania, Illinois, Ohio, New Jersey. 
Address E-273, care Boot & > = \ ae 239 
West 39th Street, New York, 





SALESMAN wanted to sell a general line to 
the retail trade for New York State and 
Pennsylvania. References. Address E-278, care 
Boot Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





I N stock proposition by Eastern house, Misses, 
Childs’ novelty line, — $1.49. geome 
Girls $1.98, comprising one a. may 

side line. Furnish full details. 5 eee 
dress E-285, care Boot & Shoe Recorder, ro 
West 39th Street, New York, N. Y. 





og oN wanted for Middle West, West 
and South, to carry popular priced line of 
Women’s Arch Shoes and Men’s Leather Sole 
Oxfords, both $2.50 retailers. Jobbers’ line. 
Commission basis. Address E-286, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y 





S ALESMEN WANTED by manufacturer and 
distributor of In Stock Ladies’ Novelty shoes 
with long established business from coast to 
coast. High styled fast selling line priced to 
retail at $1.59 to $4.00. Can be carried exclu- 
sively or with non-conflicting side line. Terri- 
tories open Arkansas; Carolinas; Iowa and 
Nebraska; and ene ya oN All replies con- 
fidential. Give age and road selling experience. 
Address E 283, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 








ALESMEN wanted having good connections 

with well-rated department stores, chain 
stores, dry goods stores and general stores in 
various parts of the country, to carry line of 
stitchdown shoes. Commission basis. Furnish 
references. Address E-284, care Boot & Shoe 
ee 239 West 39th Street, New York, 


GIDE = line salesman—strictly commission—to 

handle manufacturer’s line of spats, contact- 
ing well-rated retail, chain and department stores 
—Western Pennsylvania (Pittsburgh resident 
preferred) and Western New York, ndiana, IIli- 
nois, Missouri, lowa—references and full details. 
Address E-287, Boot & 7 Recorder, 239 West 
39th Street, New York, N. Y. 





SIDE line salesmen capable of selling a new 
zipper spat to chain stores and volume ac- 
counts in shoe, department store and haberdash- 
ery trade. All territories now open. Give full in- 
formation regarding territory and qualifications 
in first letter. Address E-289, care Boot & 
Shoe Recorder, 140 Federal St., Boston, Mass. 








POSITION WANTED 


GHOEMAN, rogressive, capable, desires posi- 
~' tion that affords opportunity. Twenty years’ 
experience as retail salesman, buyer, manager, 
card writer, and window trimmer. Age 37. Will 
consider any reasonable offer if position has 
possibilities. Highest references. Address E-288, 
care Boot Shoe Recorder, 209 S. State St., 
Chicago, TI. 





EXPERT designer and quality Man, on Ladies’ 
and Juvenile welts, 35 years of age, best 
reference. Desires connection with larger or- 
anization. Address E-282, care Boot Shoe 
i al 239 West 39th Street, New York, 








BUSINESS OPPORTUNITY 








Money in Foot Correction— 
BE A TECHNOPEDIST 


Our duat Idi successful practices in 

this new and “Aignified profession. Home study 

Course, including working models and equipment, 

furnished at low cost. Easy terms. Write. 

THE TECHNOPEDIC INSTITUTE 
Suite 914—Wiss Bidg. 

671 BROAD ST., NEWARK, N. J. 




















WANTED TO PURCHASE 








WE BUY 

Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Etc. 

The Hi LY J an 

pa, louse of Jobse”’ 
88 Reade St. Cor. Church 
Phone Barclay 7-7887 New York City 








CASH FOR BRANDED SHOES 


RETAIL OR FACTORY STOCKS 
References: I. Miller, Nunn-Bush, Geller, Beck, 
Saks—5th Avenue, Melville, Bostonian, etc. 

BARIS SHOE COMPANY, Inc. 

79 READE STREET, NEW YORK 
Telephone: WORTH 2-5180, 5181 











Buyers of Surplus Stocks 


We wili buy sur nti 
OP. # uy see or e ative ace of shoes 


QUANTITY NO. OBJECT. 
KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 
Phone Worth 2-5377 and 5378 














address should be counted. 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge $1.25. 
When a box number is desired twelve words should be added fot the address. 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
= Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Seg 


In all other cases each word of the 
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POSITION WANTED 


POSITION WANTED 


MERCHANTS’ NEEDS 








man of this calibre. 





Manager Seeks New Connection. 
Twenty-one years’ experience as manager of unit of prominent 
national retail chains, handling better grade men’s shoes. 


Expert fitting and clever detailing has made this man a per- 
sonality in the Metropolitan area. Will consider position any- 
where in the United States where the opportunity warrants a 


Address E-281 
Care BOOT & SHOE RECORDER 
239 West 39th Street, New York, N. Y. 








Kali-sten-iks Salesmen 
Showing Fall Line 


THIENSVILLE, WIs. — The Gilbert 
Shoe Company salesmen left for their 
territories with the new Fall samples 
a week ago. After looking over their 
new Fall line, their enthusiasm indica- 
ted that they felt they had the best line 
of patterns and styles that has ever 
graced the name of Kali-sten-iks. Some 
unusual effects have been obtained with 
embossed leathers, especially in com- 
bination with other leathers for con- 
trasting trim, and the line has been 
especially broadened in the 8/8 heels, 
which recognizes a trend for lower 
heels, particularly in sport footwear. 
Then, too, this gives a much broader 
line of styles for girls who have out- 
grown size 3 and who aren’t quite old 
enough to jump into a 12/8 heel shoe. 

Three years ago Gilbert designers in- 
troduced the monk pattern, and while 
it was well received at that time, it is 
now assuming such popularity that 
their line of monk patterns will cer- 
tainly be big for Fall. Their high- 
riding ties give additional beauty to 
the line—in fact, individuality and a 
tailored effect is noticeable in the entire 
Kali-sten-iks line-up for Fall. Another 
attractive feature in their sport ox- 
fords is the streamlines. 

Kali-sten-iks run all the way from 
infants and babies thru to senior 
misses, and two new boys’ shoes have 
been added for Fall. The men who 
have the honor of representing this 
company on the road are: F. Kadel, K. 
Heimberger, J. Ahearn, A. Weyker, B 
Holder, T. Malley, R. Schmitt, R. Tut- 
tle, A. Wilson, W. Hoole, W. Corliss, 
W. Sanders. 


New Store in Dayton 


DAYTON, OHIO—A new Foot Health 
Headquarters was opened here recent- 
ly, under the management of DeWitt 
C. Altenburg, known in Dayton shoe 
circles for more than 25 years. His two 
sons, Reed and Jack, are assisting him. 

Opposite the Rike Kumler store, the 
store is very attractively located. It 
will be known as “Altenburg’s Foot 
Health .-Headquarters and Analysis 
Shop.” i 


wa | 














in Saint nox 
NINTH & WASHINGTON 


@ This beautiful 
new hotel is located in 
the business, theatre and 
shopping center of the 


city. Garage service. 


e Iwo 


FAMOUS RESTAURANTS 
Coffee Grill...The Rathskeller 


‘isitors who know 
La poe Louis stop at the 


Wl “Keane 


Abott W. Packard 


BROCKTON, Mass.—Scores of leading 
shoe men paid tribute last Tuesday at 
the funeral services of Abbott W. Pack- 
ard, widely known shoe executive who 
died, Sunday, May 19, in his 87th year. 
Well known for his association as a 
member of the D. T. Packard Company, 
counter and box toe manufacturers for 
many years, he later became identified 
with Barnet & Bros., Boston leather 
firm, in a selling capacity and later 
joined the W. L. Douglas Company, 
where he remained as purchasing agent 
until his retirement from business. 








#4.00 
GROSS 


$2.25 
HALF GROSS 


Pouy Cue 
for Price Tickets 


Tilts at Any Angle 


M. D. Pollinger Co. 
HOLLAND BLDG. 
ST. Louis Mo. 











A PHENOMENAL SUCCESS 


A Sensational shoe reshaping machine; 
the most practical device for the scien- 
tifle conforming of shoes. Most eco- 
nomical to operate. Eliminates, slip- 
ping at heels, gapping at sides of shoes. 
Ts practical for almost every fitting need. 
Dealers from coast to coast are satisfied 
users. Send for descriptive literature. 
Machine without hand iron.. 
Machine complete with hand iron $35.00 
Hand iron only 15. 
f.o.b. New York City 
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WASHINGTON, D. C.—T. Edward 
Boyce, 62, senior member of Boyce & 
Lewis Shoe Store, died May 18, fol- 
lowing an operation. 

A native of Washington, Mr. Boyce 
had been actively identified in the shoe 
business in Washington for 40 years. 
In 1929 he established the firm Boyce 
& Lewis, in which he took an active 
interest until his death. 

Mr. Boyce, who was an ardent mo- 
torist, often supplied the Department 
of Interior with information concern- 
ing road conditions throughout the 
country. He was a member of Lebanon 
Lodge, No. 7; Eureka Chapter and 
Orient Commandery, Knights Tem- 
plar; Order of Eastern Star, Bethle- 
hem Chapter, and a member of the 
Merchants and Manufacturers Associ- 
ation in Washington. 

He is survived by three brothers, 
George, Will and Arthur Boyce, and 
three sisters, Mrs. W. B. Hill, Mrs. 
D. W. Beach and Mrs. C. D. Dosh. 


Stock Purchased 


New KENSINGTON, PA.—Miller Bros., 
who conduct a shoe store at 908 Fifth 
avenue, have purchased the stock of 
the Wagner shoe store in Carrick, Pa., 
and the remainder of the stock of the 
Lester shoe store here. These stocks 
are being sold through the basement 
section of Miller Bros. 
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To 
Our Advertisers 
In This Issue 








VERYBODY knows the movies have become 

an important influence affecting modes and 
manners, and for this reason Hollywood and 
Los Angeles have come to be recognized as 
style centers of the first magnitude. This is 
equally true of men's and women's apparel, and 
for this reason the RECORDER follows closely 
from week to week the trend of styles in Los 
Angeles stores. This week, in an article by 
Henrietta Morris, we present the Fall footwear 
fashion picture from the point of view of the 
Los Angeles shoe merchant. And next week 
we follow up with an article by Harry R. 
Terhune, BOOT AND SHOE RECORDER, tell- 
ing the men's shoe story. 

For several weeks Mr. Terhune has been 
studying and analyzing retail conditions on the 
West Coast and he will cover and report for 
RECORDER readers the convention which the 
California shoe retailers are to hold in Los 
Angeles next week; then on to Portland for the 
convention of the Pacific Northwest Shoe 
Retailers Association, which opens June 17. 
Thus the RECORDER lives up to its responsibil- 
ity as the "Great National Shoe Weekly" and 
brings you first-hand information about shoe 
trade conditions everywhere, written by its own 
staff members. 








Shoe Department Moved 


INDIANAPOLIS, IND.— The shoe de- 
partment at Rink’s department store 
has been moved from the first to the 
third floor. The new section is strictly 
modern and in keeping with the devel- 
opment of specialty departments. It is 
attractively finished in peach, lacquer 
red and chromium, modernistic chro- 
mium chairs upholstered in blending 
tones of red, blue and beige leather. 

Recessed shelves, carefully arranged, 
are used for merchandise display pur- 
poses. Mirrors are conveniently set in 
the walls and the floor is covered with 
high pile carpet. Monty Bennett is in 
charge of the shoe salon. 





Opens New Store 


INDIANAPOLIS, IND.— Complete in 
every detail, Skinners, Inc., has opened 
its shoe store at 35 Monument Place 
here. A black glass and chrome front 
faces the Monument. Mrs. Norma S. 
Skinner is president and general man- 
ager. She opened the Foot Saver shoe 
store, 19 West Market Street, two 
years ago and moved the stock, with 
additions, to the new location. A color 
scheme of light jade and sand has been 
carried out through the store. 
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DE. REA 
WHEN TFHEY ASK FOR 
BROWN 









They'll. want formal daytime shoes in brown this year, because they'll wear 
silk dresses with fur coats or capes, and “dressmaker” suits of new smoother 


fabrics, in green, wine, raisin, brown and rust. Give them sleek, slim shoes 





of kid, in the color that has proved its value for wear with all four colors. 





INDIES BROWN No. 32 


STANDARD KID DIVISION 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 
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Any year now—one, two or all three of these girls will climax a happy 









vacation with an engagement ring. 


After three summer vacations spent together, each year at a new place, 
the girls feel as well poised for getting their man as a Canadian Royal 
Mounted on his horse. They know what clothes are essential and that 
brand new, white kid shoes are indispensable. 


They are wise to the fact that shoe stores hold clearance sales just 
when summer starts. So they defer buying their white kid shoes until 
the last week of business. Up to that time, they wear the white shoes 
from last summer. 





THE FIRST THREE GIRLS IN AN OFFICE TO 
GO ON VACATIONS THIS YEAR. THEY START 
JULY 6th! 








The best part of the white season is 






vacation time. 


Over 80% of summer vacations are 
taken after July 4th! 





The real volume demand, and the daily 






wearing of white kid shoes by the 


majority, starts after many stores hold 





summer clearance sales. 






G. LEVOR & CO., INC. 


Tanners over 59 Years 
GLOVERSVILLE NEW YORK 
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OPERATING UNDER 


FUNDAMENTALS 


1404—Misses’ Brown Oxford, Rub- 
ber Sole % Leather Heel, Rub- 
ber Top Lift. 12%4/2 $1.07'2 


1403 — Girls’ as 1404—2% 8 
$1.17%. 


a ga =o Gun Metal Oxford, 
Rubber Sole, % Leather Heel, 
Rubber Top Lift. 12%/2. "$1. 07/2 


e-em as 1413, % fiw. 


1800—Misses’ Black Calfskin Ox- 
‘ooks & Eyes, 9/8 
Rubber top ae 


1752—Girls’ Patent Front Strap 
Covered Heel. 24/8 $1.30 


1753—Misses’ as 1752 —12%/3 
$1.20 


2188—Misses’ Black Oxford - 
11%/2 $0.82'2 


ye aes as 2188, 8%/11 
renal Brown as _ 2183, 

11% /2 $0.82//2 
Heir Cues Brown as 188 


ENDICOTT-|OHNSON 
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TOWN AND COUNTRY 
SHOES FOR MISSES 


AND CHILDREN 
Suitable for hiking in the country or for IN STOCK 


street and everyday wear in the city, 


these shoes are ideal for young moderns TO RETAIL AT 


who play from morn till night. 

Sturdily constructed by Endicott-Johnson $1.00 TO $ 2-00 
craftsmen, styled to please the most 
critical young feminine eye, and priced to 
allow a liberal mark-up, these children's 
and misses’ shoes are ideal for vacation 
time promotion. 


The 8 shoes illustrated on these pages are 
representative of Endicott-Johnson's chil- 
dren's line, all In-Stock and ready to de- 
liver at a moment's notice. 


2184—Misses’ Patent Center 1814—Misses’ Brown Calf & 

Buckle, Rubber Sole & Heel Printed Suede Oxford, 9/8 Leather 

11%/2 $0.80 

Yy—C , 9 % / 

oe &. os oe 1814, —Child’s as 1814, % 
Leather Heel. 8%/12—C...$1.25 

2185—Misses’ B Oxford, ™ P 

TEMA crissasccoeee 2+ ES The complete line will be 

2100He—Calld's as 2185, 8%4/11 gladly shown to you by the 
Endicott-Johnson salesman 


in your vicinity. 


ST. LOUIS, MO. 
NEW YORK CITY. 
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Many leading manufacturers are 





supplying their customers with smart 
new models of lightweight shoes 
made by this thoroughly practical 
method. 


Silhouwelts, for Spring and Summer 
wear, are made for men and women 
who insist upon quality, style 


and comfort. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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RED BALL 


SPEEDS SUMMER SALES 


It won't take a prophet to convince you that 
there'll be real profit for those handling 
Ball-Band summer footwear. Your own eyes 
will quickly tell you that sales-making, up- 
to-the-minute style-appeal is there a-plenty. 
And your good business judgment will tell 
you that it’s wise to give your customers 
time-tested Ball-Band quality. , 


MISHAWAKA RUBBER & WOOLEN M 


Windermere—For tennis. Loose lined. Ventilating 
eyelets. Sanded crepe sole. Cushion heel and arch. 


Locker Sandal—Cushiony, ‘‘germ-sealed’’ sponge 
rubber sole. A popular and profitable specialty. 


em 
Fairplay—Sturdy construction. Non-slip barred 
sole. A favorite for Soft Ball, Field Hockey, etc. 


T 
p 
A 
Y 
S 
T 
O 
S 
E 
L 
L 
T 
H 
E 
B 
E 
S 
T 


Why not plan to make your summer profita- 
ble and pleasant by stocking and displaying 
these and other Ball-Band numbers. There's 
something for every member of the family 
and every item proudly bears the famous 
Red Ball trademark. Write or wire at once 
for the full details of Ball-Band summer 
profit suggestions. 


FG. CO., 280 Water St., Mishawaka, Indiana 


Commodore—For active sports or semi dress. Crepe 
sole, beveled heel, narrow last. A popular style. 


- 


Delray:—Attractive white fabric upper. Leather 
sole. 15/8 heel. Unusually fine fitting last. 


Scot—Good looks—fit—wear—at a popular price. 
Embossed trim. Five popular color combinations. 





When writing advertisers please mention Boot and Shoe Recorder _ 
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Insur 


This black kid bu 
silver buckle— an 


This open Oxford of marine-bive kid, with pinking of 
lighter blue, is a smart shoe for late summer and early fall. 


This T-strap 
grain braid, 


SHOE DESIGN! 





When writing advertisers please mention 
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_ Protect Your Mark-up—Avoid Lost Sales 
- Follow Fashion's“ ip” on KIDSKIN ! 


The apa! style forecasters put kidskin footwear at the very 
forefront of the fall fashion picture. As a result, the country’s lead- 
ing shoe buyers are now placing substantial orders for kid shoes 
in a complete range of the smart fall styles. At the same time, 
these buyers are planning to increase the usual late-summer 
demand for dark shoes by featuring the light-weight of the new 
kid styles in black, brown and blue. 


Take a “tip” from these fashion and merchandising authorities. 
Pave the way now for increased profits, surer mark-up, better 
turnover, this fall! BUY KID and be sure your range of styles and 
sizes is complete! 


TANNERS 


When writing advertisers please mention Boot and Shoe Recorder 
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END a Nurse! Millions of such calls 

go out yearly from American homes. 
In response to each call a nurse will hurry 
out to aid the sick. She is always ready 
at a moment’s notice to render the hardest 
possible kinds of services. 


Consider the nurse’s foot health. Hour 
after hour she must be on her feet going 
about her tasks. Naturally she selects her 
nurses’ shoes with great care. 


And as a result of this, Treadeasy Nurses’ 
shoes are always first choice with the mem- 
bers of this group who guard the public 
health. 


25% lighter in weight than any other 
nurse’s shoe, the last word in comfort and 
yet endowed with a maximum of dur- 
ability, Treadeasy Zephyr Weights are the 
logical shoes for your professional foot- 
wear promotion. 





Write today for the Minor White 
Shoe Catalog featuring 30 Tread- 
easy and De Luxe models In Stock, 
ready for immediate delivery. 


The Podiatread The Cavell 
No. 931—White Washable Kid No. 930—White Washable Kid 
Sizes 3144-10—AAAA-E Sizes 34%-9—AAAA-D 





$5.10 $4.20 














Nurses’ 
Zephyr-Weight 

No. 922—White Washable Kid 
Sizes 314-9—AAAA-D 


$4.20 







NEW YORK CITY SALES OFFICE - - - - = - - 2 = © © + - + + 944 MARBRIDGE BUILDING 
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/ WHAT 
EVERY MERCHANT 
SHOULD KNOW 







A regular giant among advertising mediums 
is The American Weekly. This Mighty Mag- 
azine is bigger in size—bigger in circulation— 







bigger in selling power than any other na- 
tional publication. It delivers the advertising 







\ 


published in its interesting pages to twice 
as many families—and it concentrates in 
the richest retail markets where most of the 








buying is done. You’re fortunate when the 






goods you stock are advertised in The 






American Weekly. It means more sales— 






more profits for you if you feature them in 






your windows, on your counters, in your 






advertising. 











The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed through 17 
great Hearst Sunday Newspapers. In 597 of America’s 995 towns and cities of 10,000 popula- 
tion and over, The American Weekly concentrates 67% of its circulation. 










In each of 134 cities, it reaches one out of every two families 
In 125 more cities, 40 to 50% of the families 

In an additional 165 cities, 30 to 40% 

In another 173 cities, 20 to 30% 






... and, in addition, more than 1,885,000 families in thousands of other communities, large 
and small, regularly buy and read The American Weekly. 


THEAMERICAN 


“The National Magazine with Local Influence’? 
Main Office: 959 Eighth Avenue, New York City 
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6532 GAINES — A black 
kid “high-riding” tie with 
panels of black suede; 
also in black and blue kid 
with suede panels to match. 


4093 ORKNEY — All- 
over brown kid, stream- 
lined tie; also in all-over 
black kid, and brown suede 
with brown calf trimming. 


4087 MARGIE—A 
three-buckle shadow 
strap of brown and 
black kid. 


4058 GREER—A side 


4080 GREGORY—A 
“high-riding”, concealed 
side gore pump of brown 
kid and brown Moon- 
beam calf; also in black. 


4063 SHALEMAR— 
A two-eyelet tie of brown 
kid with brown patent 
trim. Same style with base 
of black kid, and brown 
and black suede trim. 


gore step-in of black suede 
with patent trim; also in 
brown suede and brown kid. 





When writing advertisers please mention Boot and Shoe Recorder 





